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NIAGARA 
WARM AIR HEATERS 











HIGH CLASS HEATERS FOR 
YOUR HIGH CLASS TRADE 


' ap your descriminating customers, those who 


demand the very best, you can offer the 
NIAGARA WARM AIR HEATERS with com- 


plete assurance of satisfaction. 


They are extra heavy and durable. The radiator is 
all cast and the fire pot is two-piece and deep cup 
jointed. Other features of importance are: Large 
radiating surface, large double feed doors and 
full cast front. 


Our many years of high class manufacturing expe- 
rience is your guarantee that the NAAGARA WARM 
AIR HEATERS are in every way high quality warm 


air heaters. 


The NIAGARA WARM AIR HEATERS have other 
features that will appeal to your customers. You 
should know all about them. They are built low to 
give good elevation to warm air pipes. They are 
equipped with Triangular Grates and have deep ash 
pits. They are very powerful heaters. Dealers who 
have our agency for their territory are having good 
business. So can you. Let us tell you more about 


NIAGARA WARM AIR HEATERS and our agency 


proposition. 


ea r We have catalogs and circulars that we would be 
“a glad to send you. Write for them today. 


cs ~ - -* 
a oe “ 


GET READY FOR BIG SALES NOW—WRITE TODAY FOR DETAILS 


CEST CITY FOUNDRY & MANUFACTURING CO. 


(yelond 
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High Standard of Quality 


Clark Jewel Oil Stoves are stoves of 
\ Quality. They are the kind of stoves your 
customers want to get. The excellent oper- 
ation and durable construction of Clark 
Jewel Oil Stoves give complete satisfaction 
to every user. 


Beautiful Olive Green Enamel finish. 


> 
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High Speed low consumption burners, 
short and close to the top. 
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Large cooking surface. 





Strong, High shelves. 
Smooth cast iron legs. 


Handsome heavy glass tank. 


They Save Time — They Save Oil 


GEORGE M. CLARK & COMPANY 


Division American Stove Company 


CHICAGO 











MAHONING 
HEATERS 


Sell Themselves 


Se many superior qualities are 
involved in MAHONING con- 
struction that to tell of one would 
slight others equally as important. 

No need to talk Mahoning qualities. 
Show your customer,—he will see it at a 
glance. 






We want good live dealers everywhere, 
ad of “a MAHONING TYPE “C” 
ond Suet s Cempung propeien. pinceta the Maboningayetom Note how the edanlagion oti 





through the slots in the frepot causes combustion to take place 
all around the outside of the fre. The hottest part of the fame 


A yl. d e j oO I y is in direct t: Ay th id r e er where 
st e an SIZ eve purpose. the 4 contac e outside surface of the heat: wher 


have made the bdohoutns famous from coast to coast. 


The MAHONING FOUNDRY CO. 


YOUNGSTOWN, OHIO 


A Mammoth Plant With a Mammoth Production 




















ESTABLISHED 1880 





Address all communicatiens ana 
remittances to 





Representative of 
The Hardware, Stove, DANIEL STERN 
Sheet Metal, and Warm Publisher and Réoprietor 


Air Heating and Venti- 
lating Interests 
pupiisHeD Every SaTurDay 





rdwareRecord 


620 South Michigan Avenue 
Chicago, Illinois 





Terms OF SUBSCRIPTION IN THE UNITED STATES AND ITs PossEssions (Invariably in Advance) OnE Year PostaGE Par $2.00 
ForEIGN CouNnTRIES ONE YEAR PostaGE Paip $4.00 CaNapA ONE YEAR PosTAaGE Palp $3.00 
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THERE ARE TWO ways by which to increase profit. 
The first is to cut down overhead expense. The 
second is to increase*the volume of sales 
; by getting more customers. In order to 
pee Same get more customers, it is mecessary, in 
And Money. most cases, to widen the service of the 
store over a larger area of distribution. In spite of the 
many glowing speeches which have been made re- 
garding cooperation, the fact is that competition is 
more intense today than ever. The hardware dealer 
especially has to contend against the competition of 
department stores in the big cities and, to a con- 
siderable extent, against the competition of the five 
and ten cent stores. The department stores do not 
sell standardized hardware at prices lower than those 
asked by the hardware retailer, but they have a re- 
markably satisfactory ddivery The hard- 
ware dealer can compete on terms of equality with 
the department store, therefore, only by improving 
his own delivery service, without increasing his cost 
of doing business. This can be achieved by the use 
of the motor truck. 

A prominent transportation engineer says that the 
hauling and delivery problem of every business should 
be surveyed in order that the most efficient means of 
transportation can be used, particularly in reference 
0 the highways. It is astonishing how little most 
wncerns know about the cost of the delivery and 
hauling end of their business. The concern that 
tsually knows its labor, production, accounting and 
lling costs, many times has no idea of what its de- 
lvery cost is. Yet the delivery and hauling part of 
the business usually amounts to a great deal. A sur- 
vy of such a problem will often indicate that it 
vould be more economical to ship or deliver by motor 
tuck than by horse-drawn vehicles, railroad freight 
fexpress, or by boat or electric railway. In consid- 
‘ing a transportation system the nature and charac- 
tt of the business it serves should be considered first. 
One of the pronounced advantages of the motor truck 
S that it enables the dealer to extend his territory 
without any lessening of the promptness of his pres- 
‘it delivery service but, on the contrary, with a nota- 
tle improvement of such service. 

Frequently the objection is urged against the pur- 

of a motor truck by the merchant whose present 

"lume of business is too small to keep a truck profit- 
ly employed that he can not afford to purchase a 
"0tor truck. Such a merchant overlooks the fact 
that he has a special need for a motor truck because 
the motor truck’s capacity for expanding his busi- 


Motor Truck 


service. 


ness. Consequently, instead of looking upon the pur- 
chase of a motor truck as an extravagance, he should 
view it as an investment which can be set to work to 
his business. After all, there is very little 
between one merchant and another in the 

The 
small mer- 


increase 
difference 
matter of standardized goods or prices. 
field of competition is in service. If the 
chant or sheet metal contractor can give better service 
without increasing the cost of that service he has that 
much advantage over his competitor. 

It has been pointed out by authorities on retail mer- 


real 


chandizing that complaints on service given by retail 
stores far outnumber the complaints on goods. This 
is easy to understand. Customers either see the com- 
modities before buying them or know them by reputa- 
But the service that goes with the goods is not 


The retailer who keeps his delivery 


tion, 
so well known. 
service up to a high level of efficiency thereby reduces 
the complaints to a minimum and pleases and holds 
the last therefore, the 


whether big or little, 


his customers. In analysis, 


which gives the best ser- 


logical for the 


store, 
vice gets the trade. It is hardware 


dealer or sheet metal contractor carefully to investi- 


gate the possibilities of new trade which would result 
from the installation of better service through motor 
volume of 


deciding that his 


enough to keep a motor truck 


trucks before present 
business is not large 
profitably in use. 
onstrated that having the necessary equipment for a 
big volume of business is the surest way to secure a 
big volume of business. The purchase of a motor 
truck, therefore, is a stimulus to greater sales effort. 


There are plenty of cases to show that the small dealer 


Experience has conclusively dem- 


or contractor who buys a motor truck can develop 
enough business through the consequent expansion of 
his sales territory to keep a motor truck going at a 
maximum of its profit making possibilities. 








THAT HUMAN NATURE is pretty much the same in 
all stages of history is evidenced by many proofs. 
Kkighty-two years ago, example, 
Daniel Webster wrote the subjoined sen- 
tences. They familiar—as if 
copied from some editorial of the present day: 

“There are persons who constantly clamor. 
and the 

They 


for 
Calamity 


Howlers. 
sound 


They 
pernici- 
out 


complain of oppression, speculation, 
ous influence of accumulated wealth. 
loudly against banks, corporations, and all means by 
which united in order to 
produce important and beneficial results. They carry 
out mad hostility against all established institutions. 


cry 


small capitalists become 
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They would choke the fountain of industry and dry 
all streams. In a country of unbounded liberty they 
clamor against oppression. In a country of perfect 
equality they would move heaven and earth against 
privilege and monopoly. In a country where prop- 
erty is more evenly divided than anywhere else they 
rend the air shouting agrarian doctrines. In a coun- 
try where wages are high beyond parallel they would 
teach the laborer that he is but an oppressed slave.” 
The pessimist and the calamity howler persist 
through every improvement of civilization. If the 
world and its people were to reach absolute perfec- 
tion, the pessimist and the calamity howler would 
still find something against which to raise a clamor. 
Probably, they would insist that perfection is itself 
an evil against which the race must fight with might 
and main. Business needs to keep itself free from 
the poison of the pessimist. What we must think 
and talk for the continuance of prosperity and com- 
fort is that our country has more advantages and 
opportunities than any other in the world and that its 
evils and disadvantages are too few in number or 
significance to deserve continuous attention. 








MANY SUCCESSFUL HARDWARE dealers take great 
pains in compiling a list of prospective customers. 
The expense of sending sales-getting 
circulars to the persons on such a list 
is not heavy. Indeed, at the beginning 
there need be no bill for printing at all. 
Manufacturers in numerous instances will furnish 
persuasive printed matter to be mailed. In some in- 
stances, they will even mail the circulars from their 
own offices with the dealer’s imprint on them. There 
are several schemes which can be applied to produc- 
ing results from a live mailing list. Here is one which 
was used by the owner of a men’s clothing store and 
which is equally applicable to the business of a hard- 
ware dealer: 

The clothing store man catered to dog lovers. He 
circularized his mailing list with the offer of a free 
name plate for the collar. Without much cost, he 
had the name plates made right in the store. He 
had a good camera and he used it to take photographs 
of the dogs brought in for collars and name plates. 
The photographs he placed on exhibition. Finally, 
he added a line of dog collars, whips, chains, straps 
and harness. 

To some dealers this scheme may sound trouble- 
some. But it works. It is based upon the truth of 
the old adage, “Love me, love my dog.” It is really 
surprising what a lot of our success in business de- 
pends upon the purely human traits, the little likes 
and dislikes, the hobbies and habits of the folk. The 
more points of contact and sympathy the hardware 
dealer can acquire along these lines the more likely 
is he to enlarge the number of his customers. It 
ought not to be very difficult to make up a special 
list of people who love dogs and possess one or more 
of these intelligent animals. It won’t cost much to 
circularize them. The offer of the free name plate 
will bring a big percentage of them to the store. Get- 
ting people into your store is the first step toward 
selling them goods. 


Dogs and 
Business. 
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BECAUSE IT KEEPS out of use funds which should 
be at work earning more profit for the merchant, the 
open book account is wasteful. More- 
over, it provides an easy method for the 
abuse of credit by buyers who allow 
their accounts to remain unpaid for un- 
reasonable periods without payment of interest, says 
the New York Commercial. It is not a liquid asset 
and, therefore, not a good basis for credit. It creates the 
possibility of carrying sales argument into the credit 
period. It ties up a seller’s capital without a stated 
compensation to him. It is costly in collections, ex- 
tensions, trade discounts and abuse of sales terms. 
It unnecessarily forces the seller to perform a banking 
function for the buyer. It tends to raise prices inas- 
much as the seller seeks thereby to protect himself 
against undue burdens. The open account is weak, 
not only because it fails to serve properly the purpose 
for which it was created—namely, to express a com- 
mercial obligation—but also because it has tended to- 
ward habits of carelessness, lack of caution, business 


Open Book 
Account Is 
Wasteful. 


recklessness. 

It is a fallacy for the buyer of goods to regard the 
open account as beneficial to his own best interests. 
The purchaser on open account is, for one thing, 
placed at a disadvantage by those among his com- 
petitors who are able to pay cash, for the latter obtain 
a disproportionate earning out of cash discounts. But 
the buyer who must take time is put to the necessity 
of borrowing whenever possible at his bank on his 
own direct obligation to discount his bills. The banker 
studying the statement of the borrower for the pur- 
pose of extending credit regards the item of ‘‘accounts 
receivable” as subject to considerable depreciation, 
and largely for that reason demands a substantial ex- 
cess of quick assets over current liabilities. 

The fact that open accounts, as regards the usabil 
ity of a large portion of the value expressed, are 
“frozen,” is well known. Compare their lack ol! 
liquidity to that of the trade acceptance and it is not 
at all astonishing that the latter is steadily gaining 
business popularity. 








THAT AN ILLUSTRATION in color often sells as high 
as fifteen times as much as does a plain black and 
white illustration of the same article is 
the conclusion reached by a number of 
the leading catalogue houses of Chicago 
This conclusion was arrived at after 4 
long and exhaustive series of comparative tests. As 
Professor Hollingworth, instructor in psychology in 
Columbia University, New York City, points out 1" 
his book, Advertising and Selling, the use of color for 
advertising purposes depends chiefly on the strong 
and lasting interest that all living beings have in 
color. “The lower animals develop gorgeous plum 
age during the mating season, when the attention re- 
ceived is a chief item in the life of an individual. The 
savage will barter his weapons and choice possessions 
for bright red blankets or a chain of tinted beads. 
The most civilized of us loves to adorn himself with 
modulated hues and harmonious color schemes.” The 
advertiser who can afford the comparatively small 
additional cost is missing an opportunity to increase 


Colors In 
Publicity. 
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the volume of his sales when he neglects the use of 
colors from time to time in his regular advertise- 


ments. 








RANDOM NOTES AND SKETCHES. 
By Sidney Arnold. 


| received a jolly postcard message from my friend 
Landon P. Smith of Smith and Hemenway Company, 
Irvington, New Jersey. It is dated from St. Peters- 
burg, Florida, where he and his wife and daughter 
have been sojourning since the first of the year. He 
says it has been the coldest winter in Florida in thirty 
years, but they are having a good time in spite of the 
weather. 

After a month's sojourn in the Battle Creek Sani- 
tarium, Battle Creek, Michigan, my friend George 
P. Early, special agent American Sheet and Tin Plate 
Company, Pittsburgh, Pennsylvania, is back on the 
job full of vim, vigor, and vitality. 

*k * x 

Here is a prescription for melancholy from my 
friend William Covert of Schill Brothers Company, 
Crestline, Ohio: 

An Englishman, Scotchman and Irishman were 
indulging in reminiscences of sporting occasions. 

“The closest race I ever saw was a yacht race,” 
deposed the Englishman, ‘in which one of the boats 
that had been recently painted won by the breadth of 
the coat of paint.” 

“The closest race I ever saw,” declared the Scotch- 
man, “was one in which a horse, stung by a bee, won 
by the swelling on his nose.” 

“The closest race I ever saw,” 
“is the Scotch.”’ 


said the Irishman, 


My friend Arthur E. Rudolphi, of the Rudy Fur- 
nace Company, Dowagiac, Michigan, contributes this 
bit of darky humor: 

“G'wan, nigger, you-all ain't got no sense nohow.” 
Whut’s dis vere haid for?” 
dat’s jest 


“Ain't got no sense? 

“Dat thing? Dat ain't no haid, nigger ; 
er button on top er yo body ter keep yer backbone 
irom unravelin’.” 


The unconscious humor of children is a source 
of delight to their elders, declares my friend W. H. 
Foege of American Steel and, Wire Company, Chi- 
cago, Illinois. Here is a pleasant illustration of it: 

Three-year-old Margery’s intimate knowledge of 
grandmothers was confined to the story-book variety, 
Prior to a visit from her father’s mother. The child 
was delighted with the live grandmother, and could 
not endure being out of her sight a moment. 

Tired from her journey, the old lady lay down on 
the couch for a brief nap, and soon began to snore, 
very gently. At which Margery clapped her hands 
and cried joyously: “My daddy can do that too! 
My daddy can do that too!” 


We have felt for the absent-minded professor who 
we . 
ound up the cat and put out the clock one night. 
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says my friend J. C. Beggs of Bemis and Call Hard- 
ware and Tool Company, Springfield, Massachusetts. 
But he believes that all records are now broken by a 
clergyman of his city. 

The churchman was making a journey across-state 
and he couldn’t find his railroad ticket. 

“Never mind, doctor,” said the conductor, who 
knew him and his idiosyncracies well, “I'll get it when 
I come through again.” 

He was still vainly searching every nook and cranny 
of bag and clothes when the conductor returned. 

“Oh, well,” he was assured in all kindness, “it will 
be all right if you never find that ticket !” 

‘No, it won’t my friend,” contradicted the clergy- 
man hastily. “I’ve got to find that ticket. I’ve got to 
know where I’m going.” 
i * 

Here is a good story which | am glad to pass on 
to my readers from George T. Bailey of Oliver Iron 
end Steel Company, Pittsburgh, Pennsylvania: 

Old Mammy Mary Persimmons called one day on 
the village lawyer. 

“Well, old lady,” he said, “what can I do for you?” 

“Ah wants to divo’ce mah husband,” said Aunt 
Mary. 

“Divorce your Uncle Bill!” cried the lawyer. 
gracious, why?” 

“Bekase he’s done got religion, dat’s why,” said 
Aunt Mary, “an’ we ain't had a chicken on de table fo’ 


“(sood 


six weeks.” 

We rejoice whenever a smart aleck gets what's com 
ing to him, declares my friend Dick Moncrief of the 
Henry-Miller Foundry Company, Cleveland, Ohio 
Here is an example: 

Young Jimson had a reputation to keep up. Ite 
was regarded as a great “wit.” 

So one morning, when an unp®pular professor set 
the class to write an essay on “Manners,” Jimson 
sprang to his feet. 

“May we write on ‘Bad Manners?” he asked, annd 
tilters. 

“Certainly,” 
write about what you know best.” 


replied the professor blandly. “Just 


It is easy to smile when everyone else is smiling 
Indeed, there isn’t much credit due to the man who 


is cheerful in cheerful circumstances. The really 


worth while smile is the smile which persists in the 
face of gloom and discouragement. The subjoined 


verses describe this kind of smile: 
Smile In Spite of the Scowls of Others 


It isn’t the fellow who has a smile 
Jecause of the smile of others, 

Sut the fellow who counts is the fellow who smile 
In spite of his scowling brothers; 

Or whether they smile or whether they don't 
If he’s true to his own soul’s light 

He will keep on smiling through thick and thin 
He will smile for the sake of the right 


The old song says if you smile for them 
They will have a smile for you; 

But the man who smiles if they smile or not 
Is the man who will put things through 

The man who smiles because it’s his heart 
That brings to his face the glow 

Of the peace and the power of doing hi 
Is the great world’s daily show 


part 
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UP TO THE MINUTE 
NEWS SIFTINGS 
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MANAGER OF RETAIL STOVE FIRM TELLS 
ABOUT SELLING PLANS. 


How to display stoves in an attractive and per- 


suasive way and how to advertise a retail stove busi- 














Attractive Interior Display of Six Stove Men Company, 
Dayton, Ohio. 


ness most effectively are two problems which have 
been successfully worked out by the Six Stove Men 
Company of Dayton, Ohio. Selling full kitchen 
equipment with ranges and cooking stoves is a logical 
procedure and should become a_ general practice 
wherever possible. 

The Manager of the Six Stove Men Company, M. 
M. Huteur, tells about his firm’s selling methods in 


an interview published by the Grand Rapids Furniture 
Record, Grand Rapids, Michigan, through whose cour- 
tesy the accompanying pictures are reproduced. Mr. 
Huteur says: 

“For ages the kitchen has been the heart of the 
household—a place known to all women as a place of 
drudgery, cooking, baking and ironing; the place of 
most of the responsibility of the home. In recent 
years the women have come to realize that the matter 
of time-saving and labor-saving equipment should not 
be left to their husbands’ offices or shops, and they 
have been buying commodities that will give them more 
time and more comfort in their 
same time not surrendering anything in effectiveness in 
their daily work. The result is that the kitchen has 
become the place given first attention in the furnishing 
of homes, especially new homes. 

“The women have been able to get along with less 
help in their household duties, which is a big item in 


housework, at the 


saving, considering the fact that a thoroughly “sea 
soned” servant girl now costs $10 a week and her 
room, and in many instances much more than that 
That is just as true as that an employer today gets 
along with less help when he puts in labor-saving 
machinery. 

“I think I fully appreciated what I have just said 
when | decided some months ago, after a long expert- 
ence as advertising and display manager with various 
furniture concerns, to organize a company to handle 
kitchen equipment down to the last detail. I had been 
able to understand the prestige that would be given a 
furniture concern that would show this class of mer- 
chandise in its proper setting, and I believe most fur- 
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Crowds in Front of Store of Six Stove Men Company, Dayton, Ohio. 
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niture houses would do well by carrying a line of 
stoves and ranges. 

“Very briefly, this is our plan of merchandising: 
We sell both for cash and on credit, allowing a cash 
discoupnt of 10 per cent if paid in go days at the 
store, or for cash in hand. 

“We employ no collectors, and allow a 10 per cent 
discount providing payments are made regularly at 
the office as per agreement. 

“We advertise in the daily papers, and bring out 
catchy ideas in our space that set the public talking 
about our store. Our company name in itself is rather 
catchy. Our buying plan is to patronize manufac- 
turers of national reputation, who advertise liberally 
in the mediums that have millions of readers. 

“We insure prompt delivery of all goods, and con- 
nect all gas ranges, combination ranges 
stoves, and install pipeless furnaces with our own men. 
Obviously that service is valuable to us, because our 
customers fully appreciate having done for them with- 
out charge a line of work that the average man knows 
little about and thoroughly hates. 

“We believe in honest advertising and never allow 
any misrepresentation in selling to our customers 


and coal 


“We always allow a fair sum for the old range and 
heater towards the purchase price of a new one. 

“Then we find that it pays us to make an exhibit of 
stoves and ranges with other kitchen equipment in 
public places. For instance, at the recent Montgomery 
county fair, we maintained a large exhibit, from which 
we received many orders, and a vast amount of pub- 
licity on which we are capitalizing every day. 
There is nothing that 
At such 


“We believe in special sales. 
will get the women out like a special sale. 
a time we take very special pains to make our windows 
and floor exhibits unusually attractive. A display that 
shows the complete kitchen makes the greatest kind of 
a hit, and the women are more apt to buy a stove or 
a kitchen cabinet if it is shown in a natural setting, 
than if each is shown alone and in an unattractive man- 


ner. The fellow who invented “room displays” cer- 
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tainly made a great discovery, for it is much easier to 
sell goods if the prospective buyer can look at them 
about as they will appear placed in the home. 

“Stoves sell well at all seasons of the year. When a 
woman comes in during the early spring to look over 
refrigerators, she spies our stoves, and it is not infre- 
quent that we are able to sell her a stove along with 
her new refrigerator. So when she comes in to con- 
sider the purchase of a kitchen cabinet she is quite 
likely to be interested in looking over our gas ranges. 
On the other hand, when she has in mind buying a 
stove of some kind, she may become interested in a 
cabinet or a refrigerator. 


1 


7RHRE SIX STOVE MEB.C SO: 


RANGES HEATERS 





Window Display of Stoves and Ranges in Store of Six Stove 
Men Company, Dayton, Ohio. 


“While that condition holds true with us, it is even 
more true with the general dealer, if he is carrying 
a stock of stoves and ranges.” 

——— 

Wise businessmen keep out of court. They arbi- 
trate their differences—compromise—they can not 
afford to quit their work for the sake of getting even. 

Elbert Hubbard. 








. 








Many Kinds of Stoves Displayed by the Six Stove Men Company in Such a Way as to 





Give the Impression of Cleanliness. 
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ENGLISH FIRM WANTS TO PURCHASE 
STEEL COOKING RANGES. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 

We are now in the market for steel cooking ranges 
and would greatly appreciate the courtesy of your 
mentioning this fact in your paper. We are desirous 
of receiving quotations from American and Canadian 
manufacturers and exporters of steel cooking ranges 
and have no doubt that through your excellent jour- 
nal we shall be able to satisfy our requirements. 

WILLIAM PoorE AND COMPANY, 
Stove Manufacturers and Heating 
and Lighting Engineers. 

52 Victoria Street, London, E. C. 4, England, March 


24, 1920. 
“*-+- - 


GETS PATENT FOR COOKING UTENSIL. 


Lee S. Chadwick, Cleveland, Ohio, assignor to The 

Cleveland Metal Products Company, Cleveland, Ohio, 
a Corporation of Ohio, has secured United States pat- 
ent rights, under number 1,334,930, for a cooking 
utensil described in the following: 
In a cooking utensil 
of the class set forth, 
the combination of an 
outer vessel, an imper- 
forate inner vessel, 
said vessels having 
shoulders, that of the 
latter being arranged to overlie the shoulder of the 
former when the inner vessel is inserted within the 
outer, and a cover closing the outer vessel, one of the 
aforesaid shoulders having a plurality of projections 
for spacing the other shoulder from it thereby to pro- 
vide for the passage of steam upwardly from the outer 
vessel about and to the interior of the inner vessel. 
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HAS EFFECTIVE SALES PROMOTION 
PLAN FOR STOVE DEALERS. 


No one will deny that it is to the interest of the 
manufacturer to market as many stoves as 
possible. The more stoves he passes on to the con- 
sumer through the retailer the greater will his profit 
be. Therefore, he has strong incentive to help the 
dealer in every practical way to increase the volume 
Successful methods of selling stoves 


stove 


of his sales. 
have been carefully studied in all parts of the country 
and the foremost advertising and merchandizing ex- 
perts have contributed out of the wealth of their ex- 
perience to the building up of a sales promotion plan 
which the Malleable Steel Range Manufacturing 
Company, South Bend, Indiana, has devised for the 
benefit of its dealers. 

In connection with the marketing of its New 
Modei South Bend Malleable Range shown in the 
accompanying illustration, the Malleable Steel Range 
Manufacturing Company offers a complete sales pro- 
motion plan to retail merchants and gives a twenty- 
year bonded guarantee further to strengthen the deal- 
er’s position with his customer in the distribution of 
this product. The details of the promotion plan are 
set forth in a book which will be sent to any retailer 
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who signs his name and address on the blank lines 
of the coupon which appears at the bottom of the 
advertisement of the Malleable Steel Range Manu- 
facturing Company published elsewhere in this issue 
of AMERICAN ARTISAN AND HARDWARE REcorD. This 
coupon is not only a great convenience to the dealer 
in enabling him to write with the least trouble for the 










SOUTh BEND 
MALLEABLE 





New Niocel South Bend Malleable Range Made by the Malieablie 
Stee! Range Manufacturing Company, South Bend, Indiana. 


book mentioned, but also it is an opportunity which 
may lead to very profitable developments. There- 
fore, the stove dealer should not neglect to use the 
coupon and will doubtless find it greatly to his ad- 
vantage to take the advice of the advertisement and 
fill in the coupon and send today for the book to 
the Malleable Steel Range Manufacturing Company, 
254 Cherry Street, South Bend, Indiana. 





WANTS TO KNOW WHO MAKES THE 
SUCCESS OIL COOK STOVE. 








To AMERICAN ARTISAN AND HARDWARE RECORD 
Kindly advise who manufactures the “Success” oil 
cook stove. 
Very truly yours, 
C. ArTHUR Roy. 
224 East Third Street, Corning, New York, April 
7, 1920. 


oo 


GIVES GOOD BUSINESS MAXIMS 





Endeavor to be perfect in the calling in which you 
are engaged. 

Think nothing insignificant which has a bearing 0M 
your success. 

There is more in the use of advantages than in the 
measure of them. 

Become known—and favorably known. 

Never refuse a choice if you can get it. 

Ready money is a ready friend. 

Nothing valuable is lost by civility. | 

Keep accurate accounts and know the exact condi 
tion of your affairs. 

Interest and small expenses are commercial moths. 
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| THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 











AMERICAN ARTISAN AND HARDWARE RECORD 
is the only publication containing western 
hardware and metal prices corrected weekly. 
You will find these on pages 44 to 49 inclusive. 








Huey and Philip Hardware Company, Dallas, 
Texas, has increased its capital stock from $500,000 
to $600,000. 

The W. A. L. Thompson Hardware Company of 
Topeka, Kansas, has increased its capital stock from 
$200,000 to $400,000. 

The Douglas Hardware Company has been incor- 
porated at Janesville, Wisconsin, with a capital stock 
of $40,000, by Fenner A. Douglas, Malcolm E. Doug- 
las, and David Heenan. 


+ 


DESCRIBES PRESENT LEGAL STATUS OF 
RESALE PRICE FIXING. 





A bulletin just issued by Clark McKercher, Coun- 
sel for American Hardware Manufacturers Associa- 
tion, explains the present legal status of resale price 
fixing and also the arguments in defense of the guar- 
anty against decline in price. The bulletin reads as 
follows : 

The United States Supreme Court has just handed 
down a decision holding that formal contracts by 
which the manufacturer agrees with his purchaser 
that the latter shall maintain a fixed resale price dic- 
tated by the manufacturer, are violations of law. On 
the same day, the Circuit Court of Appeals in New 
York rendered a decision to the effect that where a 
manufacturer refused to sell to a dealer for the rea- 
son that the latter did not maintain a proper resale 
price, there occurred no violation of Section 5, known 
as the “Unfair Practice Section” of the Federal Trade 
Commission Act. The net result, then, of this litiga- 
tion, about which so much has been written, is the 
following 

1. It has been held by the United States. Supreme 
Court in the Colgate case that the refusal by the 
manufacturer to sell to a price, cutter or to any ‘per- 
son not maintaining a proper resale price does not 
accomplish any violation of the Sherman Act. 

2. It has been held by the Circuit Court of Appeals 
in the Goodyear case, that a refusal to sell for a simi 
lar reason is not a violation of the Clayton Act. 

3. It has been held by the Circuit Court of Appeals 
that it is not unfair practice under the Federal Trade 
Commission Act to refuse to sell under these con- 
ditions. 

4. Notwithstanding the fact that no violation of law 
under any of these acts is found in the operation 
whereby a manufacturer refuses to sell his product, 
the United States Supreme Court holds that where 


both parties enter into a formal agreement to main- 
tain the price, a violation of the law occurs. 
Guaranty Against Decline in Price. 

The first definite opposition to the Federal Trade 
Commission program has been filed in the answer of 
Fels and Company, defending the practice of guar- 
anteeing the jobber against a decline in price on stocks 
in jobbers’ hands. 

This does not touch the other problems of guaran- 
tee against decline in price on unfilled orders. 

els and Company guarantees the price on all goods 
unsold in jobbers’ hands for ten days after arrival, 
and defends the practice on the following grounds: 

1. That there is nothing in the operation that in- 
cludes or necessitates a rebate. 

2. That it is necessary to meet competition. 

3. That no special jobber was favored and no ad- 
vantage given because all jobbers had the same guar- 
antee from all manufacturers. 

4. That a benefit resulted to the consumer because 
the jobber passed the benefit to the retailer, who 
passed it to the consumer. 

5. That the general practice protects the small man- 
ufacturer who can not compete with superior facilities 
of large operators 

6. That it promotes carload purchases at a 
price and less freight and results in a lower retail 


less 


price. 

No final decision has vet been made to any of these 
cases. 

; “~o- 

PUBLISHES CATALOGUE OF HAMMERS. 

The catalogue of hammers issued by the David 
Maydole Hammer Company, Norwich, New York, is 
a useful addition to the literature of supplies in the 
hardware store. In addition, it is also made a text 
book of valuable sales instruction by the insertion 
of a vest-pocket booklet containing a sketch of the 
life of David Maydole, directions for the proper care 
of hammers, and much general information of in- 
terest to mechanics. Copy of the catalogue and book 
let can be obtained by writing to the David Maydole 
Hammer Company, Norwich, New York. 





WILL MOVE TO LARGER QUARTERS. 





The volume of his business has grown to such an 
extent that William Johnson, manufacturer of vari- 
ous hardware specialties, Newark, New Jersey, finds 
his present location lacking in sufficient space for its 
requirements. Consequently, he is preparing to move 
to larger quarters on Brenner and Kent Streets, New 
ark, New Jersey. He is now fitting up the new prem 
ises and expects to move about the middle of next 


month. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 


WINDOW DISPLAY OF STANDARDIZED 
PAINTS INCREASES SALES. 

A robust man can climb to the top of Pike’s Peak. 

It takes a long while to make the upward journey. 

Many men who tried failed to reach the Peak. There 


is another way to make the ascent. It is the quicker 
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Window Display of Standard Brand of Paints, 


Arranged by J. C. Kayser, 


has no reputation and whose trade-mark is practically 
unknown to,the buying public. It requires more ef- 
fort of salesmanship to sell unbranded or little known 
articles just as it requires more physical energy to 
climb Pike’s Peak than to ride to the top of that 
famous mountain in the railroad car. 

The window display of standardized paints shown 


po eS 
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Simcoe, Ontario, Awarded Honorable Mention 


in AMERICAN ARTISAN AND HARDWARE RECORD Window Display Competition 


way and it involves no unnecessary expenditure of 
energy. A railroad runs to the top of Pike’s Peak. 
It furnishes easy means for making the journey. The 
railroad to the top of Pike’s Peak is comparable with 
the advertising cooperation of manufacturers through 
standardized production in conjunction with persist- 
ent publicity. A widely known product of desirable 
quality is easier to sell.and brings more profit by the 
greater frequency of its sales than a commodity which 


in the accompanying illustration was prepared by j. 
C. Kayser, Simcoe, Ontario, Canada, and was awarded 
Honorable Mention in AMERICAN ARTISAN AND 
Harpware Recorp Window Display Competition. It 
is a forceful illustration of the difference betwee? 
climbing the Pike’s Peak of business on foot and rid- 
ing speedily and comfortably to the top by means of 
the right sort of advertising coordination. Mechan- 
ically, the prominent feature of this window is the 
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windmill. As described by the designer of the dis- 
play, the standards of the windmill were covered with 
paint labels. The wheel was mounted with quarts. 
pints, and half-pints of the eight products manufac- 
tured by the paint company whose goods are exhibited 
in the display. The windmill was made to operate, 
being driven by electricity. In the center of the 
windmill is a pump, using two paint cans for spouts. 
A cloth saturated with red paint represented a flow 
of paint. The figure 2 was used to draw attention 
in the phrase “2 Paint Well.” As will be seen from 
the illustration a liberal use was made of the adver- 
tising posters of the manufacturer and particular 
emphasis was given to the exceptionally strong ad- 
vertising sentence, “Top to Bottom One Hundred 
Per Cent Pure.” This display is reported to have 
been uncommonly effective in increasing the volume 
of paint sales for the store, not only during the time 
that it was on exhibit but also during the succeeding 


weeks. 


PRODUCES BIGGEST SAWS IN WORLD. 





The resourcefulness of American industry is strik- 
ingly exemplified by Henry Disston and Sons, Incor- 
porated, Philadelphia, Pennsyl- 
vania, in producing two of the larg- 
est circular saws in the world. 
These saws, which are shown in 
the ‘accompanying picture, are of 
the spiral inserted tooth type, and 
are to be used by a well-known 
concern in the far West for cutting 
shingle blocks from the large trees 
of that section. 

Each of the new saws measures 
108 inches (9g feet) in diameter, 
and in the rim are inserted 190 
teeth. One may gain some idea of 
so tremendous a saw by comparing 
it with a 54 inch saw, which is large 
as we ordinarily think of the term. 
The 54 inch saw requires for its making an ingot of 
steel weighing approximately 180 pounds and _ its 
weight when finished is about 125 pounds. The 108 
inch saw started out as an ingot weighing 1,140 
pounds, and after reheating, rolling and trimming, 
the remaining weight was about 795 pounds. In size, 
4 54 inch saw is apparently just half that of the 108 
inch one, but actually the 108 inch is four times the 
size of the former, as a measurement of square inches 
of surface will show. 


In the making of large circular saws, Henry Disston 
and Sons have had long experience. As long ago as 
(876 they made one 100 inches in ciameter for exhibi- 
tion purposes. Some years after they made another 
100 inch saw for cutting stone, each tooth of which was 
studded with a black diamond to give the necessary 
cutting edge. 

The turning out of a huge saw is a difficult process 
when one realizes that the ingot must be not only 
fashioned into a plate exactly straight and true, but 
also that the steel must be uniform in quality through- 
Out the entire surface. Such are the facilities and im- 
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provements at the Di.ston Works that the standard 
machinery was used throughout. All that was needed 
in addition was extra mar. power as “holders-up” dur- 
ing the smithing process. 

Fully to appreciate one of these immense saws, one 
must see it in action; starting off slowly, the speed 
gradually increasing, the humming attaining a higher 
and higher pitch, until full speed is reached, at which 
time the teeth are traveling about 130 miles an hour. 
It is then that the forcefulness of this flying mass of 
toothed steel becomes strikingly impressive, and the 
sight of this huge saw, resistlessly and quickly cutting 
an immense log, is one jong to be remembered. 


e+ 


ENDS PITTSBURGH NAIL SHORTAGE. 


All fears of a continuation of the nail shortage in 
ittsburgh, Pennsylvania, have been set at rest by a 
15 per cent increase of the production of nails by the 


steel mills in the Pittsburgh district. Building booms 


in Chicago, Detroit, and New York City had drawn 
heavily on the supply of nails available for local use 
and ittsburgh builders had begun to grow appre 
hensive for the future of their work. The Pittsburgh 
contractors took up the question with the mills and 





Two of the Largest Saws in the World, Made by Henry Disston and Sons, Incor- 


porated, Philadelphia, Pennsylvania. 


full speed ahead was ordered, with the result that 
production soon overtook consumption and enough 
nails are now available for all building projects in 


sight. 


PROCURES PATENT FOR “METHOD OF 
MAKING TEMPERED BLADES. 


Under number 1,333,776, United States patent 
rights have been granted to Charles Napier, Spring 
field, Massachusetts, assignor to Napier Saw Works, 
Incorporated, Springfield, Massachusetts, a Corpora 
tion of Massachusetts, for a method of making tem- 
pered blades described herewith: 

The art of treating hardened 
metallic articles comprising tem- 
pering the body of the article 
to attain the qualities of tough 
ness and flexibility, re-harden 





ing an edge region only of the 
article, and treating the portion of said edge region 
adjoining the body of the article to increase its flexi- 
bility and toughness. 
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When the Hardware 





Appliances. 


Man Sells Electrical 








Written for AMERICAN ARTISAN AND HARDWARE REcorD. 
By Tuomas F. CHANTLER, 
The Society for Electrical Development, Inc. 

The need for selling the idea (the service per- 
formed by the appliance) instead of the appliance it- 
self, has been mentioned in a previous article of this 
series. Some who read this may not have seen that 
article, so a further explanation of what is meant by 
selling the idea is in order. 

When you undertake to sell an electric iron to a 
prospective customer, what is your first step? Do 
you proceed to describe the many benefits made pos- 
sible by the use of the electric iron? Or do you begin 
by telling her how it is made—materials, construction, 
workmanship, and so forth. If you do that latter you 
are not selling the idea. You are instead supplying 
the data which the customer may perhaps require later 
in order to decide which one of several makes of irons 
to select. But there is a step that must be taken prior 
to that. The customer must first be led to want the 
iron for the service its use affords; a description of 
its materials, construction and workmanship will not 
arouse that desire. What the customer wants to be 
told is wherein and how the use of the electric iron 
affords service not possible with the old-sad-iron. To 
describe these things is to sell the idea. 

Here are the reasons why the housewife purchases 
an electric iron: 

(1) The facilities for doing the ironing without 
having to light the kitchen or laundry stove. 

(2) Escape from the necessity of having to carry 
heavy sad-irons from the stove to the ironing-board 
and back again. 

(3) The ability to do the ironing where it is coolest 
and most pleasant—wherever facilities for using elec- 
tric current are available. 

(4) The advantages made possible by the use of 
the electric iron while traveling. 

(5) The saving of time through not having to 
change irons. 

(6) The advantages of working with an iron that 
maintains a constant heat. 

To explain these things is to sell the idea. It is be- 
cause of the desire for the comforts which those ideas 
express that the customer wants and buys the iron 
Of every electrical appliance there are things to be 
said that will sell the customer on the idea of its serv- 
ice. And when the customer has been sold on the 
idea of service made possible by this or that appliance, 
there is then no necessity for selling the appliance it- 
self—the customer gladly and willingly buys it. An- 
alyze your own experiences, Mr. Hardware Mer- 
chant, and you will see that that is true. Nobody need 
urge you to buy the things whose service you already 
crave and desire. You are concerned merely with 
selecting the best particular make of that thing for 
your purpose; and there is where a reference to con- 


struction, workmanship, design, operation, etc., fits 

in properly. It is wise and necessary to refer to those 

things at that point. But never do so until you have 

sold the idea and aroused the prospect’s desire to buy. 

Aim to Advertise, Display and Sell Electrical Appliances 
in Groups. 

What is meant by selling appliances in groups is 
this: The toaster, percolator and grill make the house- 
wife completely independent of the kitchen range at 
breakfast time. The use of but two of these appli- 
ances leaves still the necessity of going to the kitchen 
range for the service that otherwise would be per- 
formed by the third appliance. For instance, Mrs. 
Ifousewife has on her table a toaster and grill, and so 
far as making toast, broiling chops, frying bacon, pre- 
paring hot cakes and whatnot else, she is completely 
independent of the kitchen range. She can sit right 
at table and enjoy the conversation with Friend Hus- 
band and family. The food-stuffs are prepared right 
at table but no breakfast is complete without coffee, 
and lacking a percolator, the service of the other, ap- 
pliances is discounted. The kitchen range must be 
lighted and divers trips made from the range to the 
table for and with coffee. 

When Mrs. Housewife comes in and asks for a 
toaster, or a percolator, or a grill, she perhaps does 
not think of how the service of all three exalts the 
services of each one and makes her completely inde- 
pendent of the kitchen range. But it is up to you to 
think of those things and to explain the advantages 
and service made possible through the use of the three 
appliances which can not be enjoyed in the same meas- 
ure with but two of them. That’s what is meant by 
selling appliances in groups. 

When you sell a six-pound iron, explain also the 
advantages and many benefits made possible through 
the use also of the lighter iron. When you sell an 
electric washer, picture how its service is enhanced 
when supplemented by that of the ironer and the 
iron. Thus it goes. Sell appliances in groups. It 
means bigger sales and greater satisfaction to the 
customer. 

Note: Advise your customers to have current taps 
(Convenience Service Outlets) installed. It is bad 
practice to connect electrical appliances to lamp 
sockets, doubly bad when more than one is used. The 
wiring on lighting fixtures is not generally designed 
to carry the current needed by several appliances. 
The Ten Commandments of Electric Appliance Selling. 

For the benefit of its merchandising members, The 
Society for Electrical Development some time ag 
reduced the “how-to’s” of appliance selling to a series 
of rules or commandments. The hardware merchant 
who sells electrical appliances needs identically that 
same sort of help, and a summary of those rules is 


given here. 
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Rule 1—Know Your Applhances—what they will 
do and how they will do it. When explaining the 
Electric Grill, don’t stop with saying “this compart- 
ment is for broiling, this section is for frying and that 
one for stewing.” That’s too indefinite. It does not 
properly lead the customer to think of the services of 
the appliance. It’s the need for the services of the 
applianec that has aroused the prospect’s desire to 
possess it, rather than any interest in its constructional 
features. 

When discussing the broiling section of the grill, 
for illustration, state in definite terms that it will broil 
steaks, chops, ham, fish, oysters, pressed meats, and, 
if desired, vegetables such as eggplant and parsnips. 
That is to say, the way to bring the prospect to think 
of and desire the services of the appliances is to ex- 
plain in detail the scope and advantages of those serv- 
ices. Failing to do that, you can not hope to effect a 
sale. 

Be able also, to give, and make a point of giving, 
reasonably accurate figures as to the cost in cents per 
hour for each and every service and operation per- 
formed by the appliance you are selling. Put stress 
also upon the saving in time made possible by “doing 
it electrically.” Above all else, be able to demonstrate 
—not merely tell—just how the appliance should be 
operated to insure the best results. There’s a heap 
o’ difference between just merely stating what partic- 
ular function an appliance performs, and explaining 
and demonstrating how and how well it performs that 
function. 

Rule 2—Know Your Customer. Old hands at the 
selling business classify all prospective customers as 
either “lookers” or “listeners.” By the first term 
they mean those who trust entirely to their own judg- 
ment and buy only those things which pass their close 
and critical scrutiny. They are the ones who must be 
shown, who demand that every little phase and feature 
of the thing to be bought be submitted to examination 
of hand and eye. They place little or no confidence 
in the words of the salesman—they insist upon being 
shown. 

The second class much prefer to be guided by the 
suggestions and statements of the salesman and they 
will do so always, provided he can inspire them with 
confidence. They will listen attentively to what is told 
them, and they will get the general sense of it all. 
But their first concern is to decide if they may safely 
trust to the judgment and sincerity of the salesman. 
They don’t particularly desire to be shown—they want 
to be told, as it is only by getting the salesman to talk 
and analyzing his statements that they can decide 
whether he knows his business and is to be trusted 
Once they have decided that point in his favor, they 
then will revert to this, that or the other feature of the 
appliance as explained by the salesman up to that time 
and desire further enlightenment or instruction re- 
garding points they appeared to understand in the 
first instance but did not, because at that time they 
were more concerned in judging the salesman than in 
deciding the merits of the appliance. 

Your own intelligent study of your customers will 
be your best guide in classifying them properly. The 
listeners desire to be told, and the lookers must be 
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shown. If you are not conducting your selling talk 
in harmony with their preferences you will, if you are 
actually alive to your opportunities, recognize your 
mistake very quickly and can then change over. 

Rule 3.—Aim to discover and Cater to the Prime 
Desire that Prompts the Customer to Buy an Appli- 
ance. 

The need behind the need, so to speak, is the one 
that should be catered to in effecting a sale. 

Man has certain basic instincts. They constitute 
the source of all desire. All actions, efforts and think- 
ing are to the end of satisfying or appeasing desires 
occasioned by the persistent or momentary urge of one 
or the other of those basic instincts. 

If the prospects’s desire is strong enough, and his 
belief in the thing offered for sale is well grounded, 
the matter of closing the sale simmers down to the 
operation of inciting the prospect to satisfy that desire 
by the action of buying and possessing that thing. An 
illustration will make that principle plain: Mrs. A. 
for instance, is a woman in whom the desire for com- 
fort and ease is paramount. She abominates having 
to arise and prepare breakfast for her husband who 
departs for business at a very early hour. Her ob- 
ject is: “How to provide breakfast for her husband 
without having to sacrifice her own love of ease.” 

An invalid friend explains how her husband pre- 
pares his own breakfast by the aid of electrical table 
appliances. 

Mrs. A. immediately develops a desire for electrical 
table appliances, and calls upon you that she may 
learn more about them. 

Eventually, of course, she will come to appreciate 
their fuel, food, time and labor-saving qualities. But 
for the moment her chief interest is in how they will 
enable her husband to prepare his own simple break- 
fast of eggs, toast and coffee. The arguments re 
garding the appliances, that will work best in this in- 
stance, are those relating to the ease, simplicity and re 
liability of their use and operation. 

Those are the factors that cater to her desire for 
ease and luxury, by enabling her to lie comfortably 
abed while her husband prepared his own breakfast. 

Aim to discover the controlling desire which prompts 
the need for the appliance. There is such a basic de- 
sire in every instance. A little study of your prospect 
will enable you to discover it. Then conduct your 
selling talk accordingly. 

Rule 4.—Keep From Talking Watts, Amperes, 
Voltage, and so on. \very item brought into a sales 
talk about appliances, which the prospect does not 
understand, adds just one thing more, one other 
doubtful point, which must be explained before the 
sale can be consummated. 

Such terms as watts, amperes, voltage, are not un 
derstood by the average woman; and women buy most 
of the appliances. 

Confine your talk to plain, everyday terms that all 
will understand. If you must employ techmical terms 
make a point always of explaining them. 

Rule 5—Don’t Refer to Electrical Apphances as 
“Current-Consuming” Devices. That electrical table 
appliances consume current is true. Nevertheless 
that is merely incidental to the service their use af- 
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fords. They should be referred to in terms suggest- 
ing their services. 

One expects to have to feed a cow—but when one 
discusses cows it is in terms of milk or beef. 

That same principle holds good for electrical table 
appliances. They are fuel, food, time, labor and 
money-saving devices. Refer to them accordingly. 

Rule 6.—Always Refer to Operating Cost of Appli- 
ances in Terms of Cents per Hour. Or state the cost 
on a monthly or yearly basis. 

To refer to operating cost in terms of current is 
confusing to all but the technically-informed. Besides 
it’s a lazy man’s way of convincing the facts. Be- 
cause when the operating cost is given in terms of 
current the prospect then is compelled to translate the 
statement into terms of cents per hour to operate. 
And— 

If the translation is not made, the statement only 
serves to confuse. It fails to further the customer's 
understanding. Attention which should be devoted 
to following the salesman’s talk is distracted by the 
effort to understand the technical phraseology. 

Rule 7—Show Appliances in Actual Operation. 

The power of demonstration is too well recognized 
to require emphasis here. 

Telling the customer that a toaster, say, will, within 
two minutes, generate ample heat for toasting is a 
poor substitute for allowing the customer to place a 
hand near the appliance and discover by actual ex- 
perience the heat radiating therefrom. 

If your display room is not equipped with Con- 
venience Service Outlets, have some installed at once. 
The added sales effected through demonstrating the 
appliance will quickly pay for this slight expense in- 
curred through installing outlets. 

Rule 8.-—Don’t Invite Consideration of Too Many 
A pplhances. 

Attention must be concentrated upon one appliance 
before a purchase is made. 

The greater the number of appliances suggested the 
greater the number which must be eliminated from 
consideration before attention can be centered upon 
the one particular appliance it is held in mind to buy. 
Decide as quickly as may be possible in your own 
mind, which appliance will best suit the needs of the 
customer. Then concentrate your efforts upon selling 
that appliance. Make every reasonable effort to sel| 
it before suggesting another one. 

That method becomes particularly desirable when 
you are dealing with a “listener.” 

Rule 9.—Aim Always to Display the Best Make of 
Appliances First. 

In selling, it is always easier to come down in the 
scale of quality and price than to start at the bottom 
and work up to the most costly. Also, a customer is 
always secretly flattered by being shown the most ex- 
pensive article of a class first, even though it is in 
mind to purchase something less costly. 

Frequently, too, such tactics lead to the sale of a 
better article than otherwise would have been sold. 
Besides— 

First impressions are apt to be lasting. So aim to 
have that first impression truly representative of the 
best in quality and service possible with the class of 
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appliances in question. 
appliances first. 

Rule 10.—Attach to Appliance Tags Showing Price 
and Cost in Cents per Hour to Operate. 

Such tags are effective silent salesmen. 

Many of those who visit your store have used elec- 
trical appliances and are thoroughly sold on their man- 
ifold advantages. Frequently they come in with minds 
made up to purchase a certain type of appliance and 
require only to be told the price. In such instances 
the tag makes the sale, while you perhaps are bus) 
with other customers. There are many occasions in 
even the best equipped and regulated stores when cus- 
tomers can not be given attention immediately they 
have entered. At such times, the tags will prove help- 
ful in occupying the customer’s attention. 

Best of all is the service the tags perform in con- 
nection with the very generally observed human char- 
acteristic. Many folks incline to place more confi- 
dence in what they read than they do in what is told 
them. And the tags serve to support the salesman’s 
statement regarding the operating cost of the appli- 


Display the best make of 


ances. 
-_————————_-@-9 


AFFORDS COMFORTABLE JOURNEY AND 
HELPS REDUCE THE EXPENSE 
OF VACATION TRAVEL. 


It is not too early in the year to make plans for 
one’s summer vacation. The chief value of a vaca- 
tion consists in the complete change of environment 
and freedom from the care of business. ‘There is 
no reason, however, why a vacation should be ac- 
companied by physical inconveniences or hardships of 
any description. The man who has worked hard 
all the year ought to be able to relax the tension and 
have every reasonable comfort during his annual out- 
ing. Undoubtedly, one of the best ways to accom- 
plish this desirable end is to take a lake trip, such 
as that afforded by The Cleveland and Buffalo Tran- 
sit Company, on the great ship “Seeandbee,” which 
will be on the route between Cleveland and Buffalo 
from June 15th to about September 15, 1920. This 
is said to be not only the largest and most costly 
steamer on the Inland waters of the world, but it 
is also the only four-stack ship except war vessels 
ever built in the United States. It has 510 state- 
rooms and parlors accommodating 1,500 passengers 
and thus equals in sleeping capacity the largest ho- 
tels. 

At a very moderate cost, delightful lake trips can 
be taken in the utmost comfort on the “Seeandbee.” 
The service of The Cleveland and Buffalo Transit 
Company extends eastward from Cleveland to Buf- 
falo, Niagara Falls, and points beyond in the United 
States and Canada or westward from Buffalo to 
Cleveland, Cedar Point, Put-in-Bay, Toledo, and 
adjacent cities and resorts. Numerous regions of 
delightful and healthful recreation are within easy 
reach of the various ports visited by the “Seeand- 
bee.” Full particulars, time card for the season of 
1920, rates for various trips, and other interesting 
data can be secured by addressing the Cleveland and 
Buffalo Transit Company, Cleveland, Ohio. 
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ADVISES DEALER TO ORDER IN TIME. 


It is a waste of brain tissue to speculate about the 
date when prices will begin to decline and commod- 
ities begin to be produced 
in quantities sufficient to 
meet demand. As things 
are going now, there is 
every probability that the 
shortage of goods will not 
be materially diminished 
during the present season. 
Inasmuch as the dealers’ 
profits come from goods 
actually sold, it is mani- 
festly to their interest to 
have an adequate supply 
of merchandise on hand. 

The hardware retailer who waits until cherry time 
opens will miss a big percentage of profit if he has 
not in stock enough cherry stoners to satisfy the 
needs of his customers. This year there will be a 
greater demand than ever. The housewives of the 
land have learned to overcome the drudgery of the 
kitchen by the use of labor-saving devices. It is no 
task to sell articles which lesson household work. 
With the “Enterprise” Cherry Stoner, made by the 
Enterprise Manufacturing Company of Pennsylvania, 
Philadelphia, Pennsylvania, the housewife can stone 
a basket of cherries with less effort than she formerly 
used to stone a quart of cherries by hand. This de- 
vice, shown in the accompanying illustration, is sim- 
ple in construction and operation and built for long 
and satisfactory service. It is the soundest kind of 
advice to the dealer to say to him that he ought to 
order his cherry stoners in time to be assured of an 
adequate supply for the cherry season. Therefore, 
the Enterprise Manufacturing Company of Pennsyl- 
vania, Philadelphia, Pennsylvania (with branches at 
29 Murray Street, New York City, and 77 O'Farrell 
Street, San Francisco, California), should be written 
to for full particulars concerning the “Enterprise” 
Cherry Stoner. 





“Enterprise’’ Cherry Stoner, 
Made by Enterprise Man- 
ufacturing Company . of 
Pennsylvania, Philadelphia, 
Pennsylvania. 


—-<>o———— 


SECURES PATENT FOR A CALIPER. 





Under number 1,333,943, United States patent 
rights have been granted to Frank Spalding, Provi- 
dence, Rhode Island, assignor to Brown and Sharpe 
Manufacturing Company, Providence, Rhode Island, 
a Corporation of Rhode Island, for a caliper described 
as follows: 

In a caliper, a 
63 substantially §U- 
ii. shaped frame, a 
micrometer spin- 
dle carried by one 
leg, the opposite 
leg of the U- 
frame formed with a transverse slot and a hollow 
bearing opening through one side thereof, its opposite 
side defined by a solid abutment, an anvil spindle 
having one end reduced in diameter and screw 
threaded, said anvil spindle slidably fitting the bear- 





1,333,943. 
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ing and the reduced, screw threaded end projecting 
into the slot, said anvil spindle being provided with 
a groove, a pin extending into the bearing and op- 
erating in the groove to hold the spindle from turning, 
and a nut disposed in the slot and engaged with the 
screw to effect adjustment of the anvil spindle, said 
nut having peripheral notches to receive a spanner 
wrench. 


PRAISES AMERICAN ARTISAN SERVICE. 





To AMERICAN ARTISAN AND HARDWARE REcorD: 

Kindly discontinue my advertisement in the clas- 
sified under “Business Chances,” as it has already 
produced the desired results. Your journal is cer- 
tainly a great advertising medium. 

Very truly yours, 
Joun E. Perr. 
Los Angeles, California, March 31, 1920. 
a a 


WANTS NAME OF MANUFACTURER OF 
REPUBLIC LAWN MOWER. 





To AMERICAN ARTISAN AND HARDWARE REcorD: 
Please tell me who makes the Republic lawn mower. 
Very truly yours, 
PETER STAUBER. 
2019 Vine Street, Milwaukee, Wisconsin, April 5, 
1920. 


ARE BUILT FOR LONG, HARD SERVICE. 





In the olden days of short-sighted merchandising, 
dealers used to consider it a disadvantage to sell 
goods which lasted a long time. They argued that 
there was not enough profit in such transactions be- 
cause the buyer would not have to come back soon 
for another article of the same kind. But nowadays 
our wants have multiplied to such an extent and the 
variety of commodities has increased to such pro- 
portions that there is always a plentiful assortment of 
goods for which demand can easily be created. The 
customer who purchases an article which does not 
need to be replaced for several years does not cease 
to trade with the dealer. Other requirements are 
constantly arising calling for new purchases. 

It is, therefore, a distinct advantage to handle 
goods which are durable. The satisfaction which 
they give helps establish confidence and develop good 
will. That is why it is said to be to the retailer's 
interest to carry in stock a goodly assortment of the 
products of the Atlantic Stamping Company, makers 
of high grade metalware, Rochester, New York. 

Take for example, the wash boiler. The better it is 
and the longer it lasts the more benefit does the dealer 
derive from selling it. It serves to strengthen his 
reputation for dependable goods. Atlantic Wash 
Boilers, manufactured by the Atlantic Stamping Com- 
pany, are declared to be built for long, hard service. 
Only the best grade of materials is said to be used in 
their construction. The all copper wash boilers, cop- 
per bottom wash boilers, and metallic bottom wash 
boilers of the Atlantic Stamping Company are unre- 
servedly guaranteed by the manufacturers. Conse- 
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quently, it is advisable for dealers to send for the 
catalogue and net price list of these sturdy goods to 
the Atlantic Stamping Company, Rochester, New 


York. 


or 


PATENTS METAL SHELF OR RACK. 


Under number 1,334,293, United States patent 
rights have been obtained by George E. Dean, Albion, 
Michigan, assignor to Union Steel Products Com- 
pany, Ltd., Albion, Michigan, for a metal shelf or 
rack described in the following: 

In a rack, 
(sees I a pair of angle iron side bars dis- 

HTT posed with their angles facing 
i 

> re 


the combination of 





*~ aw s 


outwardly and downwardly, the 
upper arms of said bars having 
spaced holes therein, a flat intermediate bar having 
recesses in its upper edge alined with said holes in 
said side bars, said side and intermediate bars having 
tongues on their ends, end bars disposed at the ends 
of said side and intermediate bars and having holes in 
which said tongues are upset, and cross bars having 
their ends arranged through the soles in said side 
bars and clamped under the same, said cross bars being 
said intermediate bar 





arranged in said recesses in 
which is upset or swaged to clamp the bars in said 
recesses. 


ee 


MAKE THE MOST OF SPECIAL DAYS. 


Run over the calendar and mark all dates that may 
come up for special notice within your local com- 
munity or trade area. ‘very store, in fact, should 
have some individual and significant days, or weeks, 
that should have notice in the window displays, store 
and other means of adver- 
the calendar any 


arrangement, newspaper 
tising. Mark these on 
time prior to their coming. 


o> 
~-~oo 


LAWN MOWER IS MADE OF ALL STEEL. 


now—or 





Style “A” Philadelphia Lawn Mower, illustrated 
herewith, manufactured by The Philadelphia Lawn 
Mower Company, Thirty-first and Chestnut Streets, 
Philadelphia, Pennsylvania, is made entirely of steel. 

It is equipped with 
self-oiling oil cups 
and vanadium cru- 
cible_ steel blades. 
Heavy and large 
bearings — installed 
in Philadle phia 
Lawn Mowers 
Mower, make the work 
comparatively 
easy. All bearings 
are bored for extreme accuracy with patented box 
caps for removing cylinder without disturbing frame 
of machine or adjustments. In appearance, Philadel- 
phia Lawn Mowers are neat and strong looking. 

For nearly half a century The Philadelphia Lawn 
Mower Company has been exclusively manufacturing 
lawn mowers. Throughout the many years that this 





Lawn 
Made by The Philadelphia Lawn 
Mower Company, Phila- 
delphia, Pennsylvania. 


Style “A” Philadelphia 
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company has been in the business of making lawn 
mowers it has concentrated its entire facilities upon 
the producing of a superior grade of goods. In many 
details the Philadelphia Lawn Mower is a distinctive 
product. Dealers should write to The Philadelphia 
Lawn Mower Company, Thirty-first and Chestnut 
Streets, Philadelphia, Pennsylvania, for its interesting 
catalogue. 
“eo 
Statement of the » Genie Biementenan, Circulation, 
Etc., Required by the Act of Congress of August 24. 
1912, of AMERICAN ARTISAN AND HARD. 
WARE RECORD, Published Weekly at 
Chicago, Illinois, for April, 1920. 

State of Illinois, County of Cook, ss. 

Before me, a Notary Public, in and for the State and 
county aforesaid, personally appeared Ftta Cohn, who, having 
been duly sworn ‘according to law, deposes and says that she is 
the Business Manager of the AMERICAN ARTISAN AND 
HARDWARE RECORD, and that the following is, to the 
best of her knowledge and belief, a true statement of the own- 
ership, management (and if a daily paper, the circulation) 
etc., of the aforesaid publication for the date shown in the 
above caption, required by the Act of August 24, 1912, em 
bodied in section 443, Postal Laws and Regulations, printed o1 
the reverse of this form, to wit: 

1. That the names and addresses of the publisher. editor, 
managing editor, and business managers are: 


Publisher—Daniel Stern, 620 South Michigan Avenue. 
Chicago, Illinois. 

Editor—Richard Moreno, 620 South Michigan Avenue, 
Chicago, Illinois. 

Managing Editor—Daniel Stern, 620 South Michigan 


Avenue, Chicago, Illinois. 

Business Manager—Etta Cohn, 620 South Michigan Ave- 
nue, Chicago, Illinois. 

2. That the owners are: (Give names and addresses of 
individual owners, or, if a corporation, give its name and 
the names and addresses of stockholders owning or holding 
1 per cent or more of the total amount of stock), Daniel 
Stern, 620 South Michigan Avenue, Chicago, sole owner. 

4. That the known bondholders, mortgagees, and other 
security holders owning or holding 1 per cent or more of 
total amount of bonds, mortgages, or other securities are 
(If there are none, so state.) There are no bonds, mort- 
gages or other outstanding liabilities against AMERICAN 
ARTISAN AND HARDWARE RECORD. 

4. That the two paragraphs next above, giving the names 
of the owners, stockholders, and security holders, if any, 
contain not only the list of stockholders and security holders 
as they appear upon the books of the company but also, in 
cases where the stockholder or security holder appears upon 
the books of the company as trustee or in any other fiduciary 
relation, the name of the person or corporation for whom 
such trustee is acting, is given; also that the said two para- 
graphs contain statements embracing affiant’s full knowledge 
and belief as to the circumstances and conditions under 
which stockholders and security holders do not appear upon 
the books of the company as trustees, hold stock and securi- 
ties in a capacity other than that of a bona fide owner; and 
this affiant has no reason to believe that any other person, as- 
sociation, or corporation has any interest direct or indirect 
in the said stock, bonds, or other securities than as so stated 
by him. ETTA COHN, 

(Signature of Business Manager.) 
Sworn to and subscribed before me this 3rd day of April, 
SEYMOUR M. LEWIS, 


1920. 
(My commission expires January, 1921.) 





PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce, 
through its Special Agents, Consular Officers and 
Commercial Attachés, is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington oF 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 


32383.—An importing company in Italy desires t 
into commercial relations with manufacturers and exporters 


to entet 
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for 
References. 

:2429.—A company in India desires to purchase galvan- 
ized corrugated iron, lengths, 7 and 8 feet, 26 gauge by 2 by 
2, 24 gauge by 2 by 2, 22 gauge by 2 by 9, and 20 gauge by 2 
by %: brass sheets thickness 4, 4%, and % inch; wire nails 

from % to 6 inches. Quotations should be given c. i. f. port 
of India. Payment against documents. Reference. 

32437.—Several importing firms in Syria desire to be 
placed in communication with manufacturers and exporters 
ot hardware, tin and copper sheets, T and other construction 
iron, zinc, lead, etc. 

32403.—The representative of a commission house in 
Cuba is in the United States and desires to make connections 
with exporters for the sale of hardware, tools, iron and 
steel products, and similar lines. An exclusive agency is de- 
‘sired. References. 

32406. A firm of general exporters and importers in 
Syria desires to secure an agency for the sale of hardware, 
etc. 

32413.—A man in Algeria desires to secure an agency 
for the sale of groceries, and automobiles and accessories. 
Quotations should be given c. i. f. Algeria. Payment against 
documents. Correspendence may be in English. Reference. 

32445.—A commercial agency firm in Cuba desires to be 
placed in communication with manufacturers and exporters 
with a view to securing agencies for the sale of their goods. 
Correspondence may be in English. References. 

32447.—An importing firm in India desires to be placed 
in direct communication with manufacturers of hardware, en- 
gineer’s tools, iron and steel products, such as mild steel 
plates, bars, angles, rivets, bolts, nuts, annealed wire, and 
barbed wire. References. 

32449.—A firm of merchants in Scotland desires to pur- 
chase bicycle pedals, handle grips, and pumps. Quotations 
shculd be given c i. f. port of Scotland. Payment, draft 
against documents. Reference. 

32453.—A merchant in France desires to secure an 
agency with a stock of goods for the sale of automobiles, 
motor cycles, bicycles, and spare parts. Quotations should be 
given c. i. f. French port. Payment after sale, quarterly re- 
mittances effected during quarter. Correspondence should be 
in French. References. 

32458.—General importers and exporters in Syria desire 
to be placed in touch with manufacturers and exporters of 
agricultural implements, hardware, bicycles, motor cycles, cut- 
lery, silverware, paints and varnishes, copper and tin, etc. 


> 


COMING CONVENTIONS. 











Illinois Sheet Metal Contractors’ Association, Blooming- 
ton, Illinois, April 14 and 15, 1920. Frank I. Eynatten, Sec- 
retary, Peoria, Illinois. Re on 

National Warm Air Heating and Ventilating Association, 
Cleveland Hotel, Cleveland, Ohio, April 21, 1920. Allen Wil- 
liams, Secretary, Columbia Building, Columbus, Ohio. _ 

Southeastern Retail Hardware and Implement Associa- 
tion, embracing Alabama, Florida, Tennessee and Georgia 
State Retail Hardware Associations, Atlanta, Georgia, May 
4, 5, 6, and 7, 1920. Walter Harlan, Secretary, 701 Grand 
Theater Building, Atlanta Georgia. - 

Louisiana Retail Hardware and Implement Association, 
Alexandria, Louisiana, May 10 and 11, 1920. R. D. Nibert, 
Secretary-Treasurer, Bunkie, Louisiana. a 

Stove Founders’ National Defense Association, Boston, 
Massachusetts, May 11, 1920. R. W. Sloan, Secretary, 826 
Connell Building, Scranton, Pennsylvania. 8 

Hardware Association of the Carolinas, Imperial Hotel. 
Greenville, South Carolina, May 11, 12, 13, and 14, 1920. 
T. W. Dixon, Secretary, Charlotte, North Carolina. 

Southern Hardware Jobbers’ Association, Marlborough- 
Blenheim Hotel, Atlantic City, New Jersey, May 11, 12, 13, 
and 14, 1920. John Donnan, Secretary, Richmond, Virginia. 

American Hardware Manufacturers’ Association, Marl- 
borough-Blenheim Hotel, Atlantic City, New Jersey, May 11, 
12, 18, and 14, 1920. F. D. Mitchell, Secretary, 4106 Wool- 
worth Building, New York City. = 

Old Guard Southern Hardware Salesmen’s Association, 
Marlborough-Blenheim Hotel, Atlantic City, New Jersey, 
May 12, 1920. R: P. Boyd, Secretary, Knoxville, Tennessee. 

National Association of Stove Manufacturers, Boston. 
Massachusetts, May 12 and 13, 1920. Robert S. Wood, Sec- 
retary, National State Bank Building, Troy, New York. 
_Metal Branch National Hardware Association of the 
United States, Hotel Cleveland. Cleveland, Ohio, May 21 and 
22, 1920. W. H. Donlevy, Chairman Metal Committee, 1012- 
1014 Cherry Street, Philadelphia, Pennsylvania. 

_ National Association of Sheet Metal Contractors, Peoria. 
Illinois, June 8, 9 and 16, 1920. Edwin L. Seabrook, Secretary. 
261 South Fourth Street, Philadelphia, Pennsylvania. 

Ohio State Sheet Contractors’ Association, Toledo, Ohio, 
July 20, 21, and 22, 1920. W. J. Kaiser, Secretary, Columbus. 

io. 
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the sale of kitchenware and household commodites, etc. 








RETAIL HARDWARE DOINGS. 


California. 

Silva Bergtholdt Hardware Company has been incor- 

porated at Auburn with a capital of $50,000.00. 
Florida. 

Toodd Hardware Company has been damaged by fire at 

Lakeland. 4 
Kansas. 

_Hodge Brothers have sold their hardware and implement 
business at Abilene to W. W. Shaban. 

_ ._ Herlocker Hardware Company have increased their cap- 
ital $25,000.00 at Hutchinson. 

a John Rosenquist will open a hardware store at Osage 
rity. 

Mallinger and Son have sold their library and hardware 
store at Severy to Tolman and Mallinger. 

C. W. Thompson has bought the Powel hardware busi- 
ness at Westmoreland. 

Minnesota. 

W. S. Finn has sold his interest in the hardware business 
of Finn and Company at Austin to G. J Voss. The firm will 
continue business under the new name of Austin Hardware 
Company. 

P. M. Mornseau and Company have sold their hardware 
store at Elk River to Harold Caley. 

Jens Wayne has sold his hardware and garage business 
at Ellendale to S. Svensden. 

FE. W. Bartz has purchased the C. A. Genet hardware 
store at Glencoe. 

W. W. Day Hardware Company has been damaged by 
fire at Hill City. The loss is estimated at $8,000. Insurance 
amounted to $5,000. 

A. L. Johnson hardware store at Hasing was damaged 
by fire. 

The Marble Hardware and Furniture Company has been 
organized at Marble by C. G. Adams, R. C. Kocka and O. 
C. Baehn. 

ei 
Wing. 


Hoffman has purchased a hardware store at Red 


Nebraska. 

C. B. Smith Hardware Company has engaged in busi- 
ness at Barley. 

C. O. Hurd has sold his interest in the Hurd 
Company hardware store at Benson to C. E. Hitchcock. 

Tollaher Brothers have sold their hardware store at 
Elmwood to Brown and Goodrige. 

Joe Mutchie has sold a half interest in his hardware busi 
ness at Eddyville to William O’Mare. 

C. L. Ricker has sold his hardware store at Stockham to 
Oschsner and Wenslauf. 

Oklahoma. 

Bailey and Herd have bought a hardware business at 
Ardmore. 

Holden and Murphy have engaged in the hardware and 
grocery business at Amaritta. 

Mell and Henley have been succeeded in their hardware 
and auto business at Cherokee by O. K. Hardware and Mo- 
tor Company. 

Devol Hardware Company will erect a new store build- 
ing at Devol. 

P. & H. Hardware Store at Dapew was damaged by fire. 

J. W. Brown has incorporated his hardware business at 
Muskogee with a capital of $30,000. Incorporators are J. W. 
$rown and Emma M. Brown. 

Quinton Hardware and Furniture Company at Quinton 
has increased its capital from $12,000 to $16,000. 

Wise and Castle have purchased the Toodd Hardware 
Company at Wagoner. 

South Dakota. 

P. C. Shervey has admitted Heury Buss as a partne 
in his hardware business at Lake City. 

W. F. Bergman will engage in the hardware business at 


White Rock. 


and 


Texas. 

Young County Hardware and Furniture Company has 
incorporated at Graham with a capital of $50,000. Incorpora 
tors are: W.S. Husted, W. H. Pratt, and J. C. Rentz. 

Wisconsin. 

Haurert Hardware Company has been incorporated with 
a capital of $26,000.00 in their hardware and auto accessories 
business at Appleton. Incorporators are: J. J. Haurert, W 
F. Haurert and Roy G. Haurert. 

Lewis Hardware Company contemplates the erection of 
a new brick store at Amherst Junction 

Rabbideau Hardware Company are enlarging their quar 
ters at De Pere. 

Jackson Hardware Company lost $15,000 by fire at Me 
nomonie 

George Vaze has bought his partner’s interest 
Huebner and Naze Hardware Company, at New London. 

J. O. Hanson has bought the interest of F. C. Rasmussen 
in the hardware and implement business. The firm will now 


consist of J. O. Hanson and H. O. Madset 


in the 
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‘ADVERTISING CRITICISM AND 
COMMENT 


Helpfal Hints for the Advertisement Writer 











To get on a friendly footing with the customer or 
prospective buyer 
is the first thing 
which an adver- 
tisement must do 





Ive Voor Towe—tty Tewe—“Ulesiseat, My Sepp, Home 


(=) PICKERING’ == 


0%, waco BSist Ui" te ic in order to serve 
THINK AND GROW ao pee 
FE ESS. 32 of publicity. This 

Fy Rp gh A : is what Picker- 

Sa ees Ss sae es aba eet ings of Cincin- 
Deen ES > om eum wom nati, Ohio, suc- 


& bos of ammunition for the baltis ofe-carmy 


ECONOMY COBBLER SETS ONLY 79c 


Secsemy Cobbler Gete-—-This ts 2 complete outtt 
is and see 


ceeds in doing 
through the ad- 
vertisement __re- 
C produced here- 
with from the 
Cincinnati Times 








ALMUINUM BREAD PAM seo Star. The first 
»} & Gulp me . 
on ee line of the co 
| Foe Py 
et ¥ pleasantly 
Te al es. s.n... O08 


exploits the spirit 
of civic pride 
iiiernt Pewee | which is never 
wholly absent in 
the most phleg- 
matic citizen. 





Te © loverted t 
Buras Taterel’ one ‘arimcial Ges 


The’ te the easiest light on th 
a 


























Here, at the out- 

set, is something 

— which Pickerings 

has in common 

with every resi- 

PICKFRINGS)) dent of the city: 

WPICALRINGS: I} “It’s your Town 

—My Town— 

‘Cincinnati,’ My 

Happy Home.” The good impression of this first 

line is deepened the store’s double slogan of quality 

and price with “Save the Difference.” The little edi- 

torial, entitled “Think and Grow,” carries forward the 

opening appeal and draws the reader fully within the 

circle of interest. Each commodity listed in the ad- 

vertisement, is persuasively described and plainly 

priced—two virtues, of supreme importance in the 

composition of sales-producing copy. As it appeared 

in the advertisement measured 1114 inches long by 4 
inches wide. 

* * x 


The advertising copy of retail hardware dealers in 
general shows a distinct improvement. They use their 
‘space to better advantage. Instead of trying to crowd 
announcement of their entire stock into a small space, 
they avail themselves of using their advertisement 
to express the qualities or set forth the sale of a small 
group of articles. As an illustration, herewith is re- 
produced the advertisement of the Frank Hand Com- 
pany, 335-337 East Jersey Street, Elizabeth, New Jer- 


sey, which appeared in the Elizabeth Evening Times, 
Elizabeth, New Jersey. The size is moderate. Hence 
the advertiser limits himself to announcing but one set 
of articles he stocks. Furthermore, the one who wrote 
this copy realized the news value of advertisements. 
He tells the reader that now is the time to get ready 








Fruit Jars 


Get ready for the canning season and bur your jars now. 
We have a large stock of the Ball Glass Top and oar prices ~ 
are low. 





Telepheme Your Order 
Hardware 


FRANK HAND CO. with 


Tel. 1609 335-337 East Jersey St. 


for the canning season, a reminder to the housewife. 
who under the pressure of other duties, may have for- 
gotten and feel obliged for having had her attention 
called to the fact. As a whole, this copy is neatly 
arranged. The illustration is well placed and the size 
of the type used balances so as to produce a properly 
proportioned advertisement. 


a - * 











Sheet metal contractors know how to write adver- 
tisements. They learn through experience and by a 
careful reading of their trade papers. This is tang- 
ibly reflected in the advertisement of the Currie Com- 
pany, 1232-1236 Atlantic Avenue, Atlantic City, New 
Jersey, reproduced herewith from the Daily Press, 
Atlantic City, New Jersey. True, it is brief. Its 
wording is plain and it is to the point. But what more 
wer 2m . Tea aa 
; TINSMITHS AND SHEET | 
F IRON WORKERS 7 








rf Sheet Metal Work of All Kinds 
tt TIN, SLATE AND SLAG ROOFING ij 
| Range and Heater Repairs: | 
' i 
F; CURRIE COMPANY 
i! 1232-1236 ATLANTIC AVE. 
i Betwoen North and South Carolina Avenues, ; 
eR eeecercer errr caren raeererer =) eae! 
would you ask of an advertisement of this type? The 
original size was 2 inches, double column. The ad- 


vertiser sets forth the entire range of his business. 
Whether or not the type was selected by the copy 
writer, a complete review of this advertisement cotld 
not be passed without making some mention of the 
neat proportioning of the lettering. 
x * * 

\Advertising is the greatest discoverer of new cus- 

tomers and the greatest retainer of old ones. 
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HEATING AND 





VENTILATING 








I TENSES 


NEW WARM AIR HEATER COMPANY IS 
BEING ORGANIZED IN MICHIGAN. 








Under declaration of trust, with a capital of $300,- 
000 common stock, the Sterling Furnace Company 
is being organized in Grand Rapids, Michigan. N. 
W. Taplin is President and General Manager ; Arthur 
Van Duren, Vice-president and Counsel; and J. R. 
Wade, Secretary-Treasurer. A plant is to be built 
in Grand Rapids, Michigan, the first unit of which 
will be 100x500 feet. 

The Sterling Furnace Company will manufacture 
five sizes of pipe warm air heaters, ranging from 18- 
inch fire-pots to 30-inch fire-pots inclusive, and the 
same number of Triplex warm air heaters, and three 
sizes of one register warm air heaters. All these 
products are to be marketed through the trade. A 
prospectus of the new company will be mailed to 
those interested in obtaining further information upon 
application to the Sterling Furnace Company, Grand 


Rapids, Michigan. 


“e+ 


WILL REPORT RESEARCH WORK ON 
PIPELESS WARM AIR HEATER. 





An additionally strong reason why all manufac- 
turers of warm air heaters and accessories should 
attend the Convention of the National Warm Air 
Heating and Ventilating Association, April 21, 1920, 
in Cleveland, Ohio, is that the Association’s Research 
Department at the University of Illinois will make a 
highly interesting and instructive report to the Con- 
vention of special research work on the pipeless warm 
air heater. Owing to the fact that this type of heater 
is comparatively new, several problems connected 
with its efficiency as a heating plant have developed 
during the past few years. Admittedly, it is of first 
importance that these problems be solved in a manner 
satisfactory to all concerned. Much has been accom- 
plished toward that desirable end. Manufacturers of 
warm air heaters and accessories will have an oppor- 
tunity at the Convention of the National Warm Air 
Heating and Ventilating Association to meet the re- 
search specialists from the University of Illinois and 
to benefit from their investigations. 


CONDUCTS SALES CAMPAIGNS FOR 
BENEFIT OF ITS DEALERS. 








Two things stand out very prominently in the 
housing outlook for the near future. One is that 
building estimates are higher than they have been in 
the past. There is little or no likelihood of any ma- 
‘erlal recession of prices in the cost of house con- 
struction. The other thing of prominence in the 
outlook is the probability, amounting almost to an 


absolute certainty, that thousands of new homes will 
be built between now and next winter in all parts 
of the country. This means that a great demand for 
good heating systems will come into effect. The 
higher cost of building materials will induce prospec- 
tive house owners to look for an efficient heating sys- 
tem which will be more economical than the steam 
and hot water heating plans. He will find it neces- 
sary to economize as much as possible. 

It is in this field that the possibilities for increas- 
ing the sales of warm air heaters and particularly of 
pipeless warm air heaters are greater than ever be- 
fore. The A-B Stove Company, of Battle Creek, 
Michigan, makes the A-B Pipeless Warm Air Heater 
to meet this demand. The company has worked out 
strong sales campaigns for its exclusive dealers. By 
means of cooperative advertising and selling cam- 
paigns this company works in close harmony with its 
dealers and gives them every possible assistance in 
developing prospects and closing sales. In view of 
these facts, it would appear worth while for any 
dealer or installer of warm air heaters to get in com- 
munication with and ask for further information 
from the A-B Stove Company, Battle Creek, Michi- 


gan. 





CUTS DIFFICULTY OF INSTALLATION. 





In order to simplify warm air heater installation 
jobs the installer must properly select his supplies. It 
requires time and thought to obtain the right fittings 
for a particular installation, and with the many varie- 
ties upon the market, it is imperative that the dealer 
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Lamneck Simplified ‘“‘Self-Starter” Adjustable Elbow, Made by 
The W. E. Lamneck Company, Columbus, Ohio. 


exercise discretion. Some of the greatest difficulties 
experienced in setting up a warm air heater can be 
done away with if the fittings are procured with strict 
regard for their time and labor-saving features. Such 
warm air heater fittings and supplies are said to be 
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manufactured by The W. E, Lamneck Company, Co- 
lumbus, Ohio. In the accompanying illustration is 
depicted the Lamneck Simplified “Self-Starter” Ad- 
justable Elbow. This is but one of a great many 
parts made by The W. E. Lamneck Company that 
should merit the study of warm air heater installers 
bent on cutting down the work and time necessary to 
install a warm air heater. The main object of the 
manufacturer in making these fittings is the elimina- 
tion of all unnecessary details and embodying in the 
finished product well-proportioned parts, thereby sim- 
plifying the work of putting up a warm air heater. 
The Lamneck Simplified “Self-Starter’” Adjustable 
Elbow can be readily adjusted any distance from the 
shop. No special tools are needed to do the work 
teing of an unusual heavy type, the elbow shown 
herewith is said to last an uncommonly long time. 
For cold air, Lamneck Simplified “Self-Starting” Ad- 
justable Elbow is made of 26 gage galvanized sheet 
metal; for smoke pipe, of 24 gage galvanized or black 
These elbows are manufactured in the 
Besides 


sheet metal. 
following angles: 30, 45, 60, and go degrees. 
the single fitting shown in the illustration herewith, 
The W. E. Lamneck Company manufactures a com- 
plete line of warm air heater fittings and supplies. 
Each part has characteristics which simplify installa- 
tion. Also, this company has on hand at all times a 
large supply of warm air heater installation special- 
ties, such as: Pecora Asbestos Cement, asbestos pa- 
per, Griswold dampers, Tuttle and Bailey registers, 
and other similar articles. Prompt shipments can be 
made on nearly all the products handled by this com- 
pany. Warm air heater installers should write to The 
W. E. Lamneck Company, Columbus, Ohio, and ask 
for the illustrated catalogue furnished by this com- 
pany. 
oo 


MAKES ADDITION TO SALES FORCE. 


The sales force of the Scheible-Moncrief Heater 
Company, manufacturers of warm air heaters and ac- 
cessories, has been increased by the addition of H. 
A. Ross. His ability and pleasant disposition are 
reasons urged by his friends for predicting a big 
success for him in his new connection. 

—_e-o- 


PATENTS MAKE INSTALLATION EASY. 





Kase in installation because of patented devices is 
a characteristic of the Hart and Cooley Register, de- 
picted herewith, manufactured by The Hart and 
Cooley Company, Incorporated, New Britain, Con- 
necticut. Being equipped with a quick detachable 
face, the job of installation of the register illustrated 
herewith is facilitated...By using a special gauge man- 
ufactured by the Hart and Cooley Company, Incor- 
porated, for setting, the installation can be completed 
when putting in the rough work in a building. The 
register face is slipped into place after completion of 
the room thus leaving the finish of the register unim- 
paired. The special operating device on the Hart and 
Cooley register is a feature of unusual value. It can 
be operated by either hand or foot and when adjusted 
will not change its position. In design the Hart and 
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Cooley register is neat and attractive. It is sa 
register is unbreakable, being manufactured 
carefully selected grade of wrought steel. The air 
capacity of this register is large. In formation, every 
detail of the Hart and Cooley register is exact and 
will properly fit into place. By use of the register, 
illustrated herewith, the direction of the warmed air 
is properly accomplished and the volume desired to 
be admitted into the room in which it is installed js 


id this 
from a 




















Hart and Cooley Register, Made by The Hart and Cooley 
Company, New Britain, Connecticut. 


accurately regulated with but little adjustment. Hart 
and Cooley registers will give long service. They are 
built to withstand the action of time as well as of the 
various other elements with which they deal. The 
Hart and Cooley Company, Incorporated, has gained 
the confidence of its customers by supplying them with 
more than just registers. They guarantee satisfac- 
tion with each article purchased from them. No mat- 
ter what the register requirements of a dealer may be 
this company declares that the installer should become 
acquainted with its make of registers. For a 63-page 
catalogue which sets forth graphically the Hart and 
Cooley line of registers write to The Hart and Cooley 
Company, Incorporated, New Britain, Connecticut. 
saeensttllldatatiesatieisacad 


EXPLAINS HOW TO GUARD AGAINST 
SPONTANEOUS COMBUSTION IN 
THE STORING OF COAL. 





Heating and ventilating engineers will find numer- 
ous valuable suggestions in the following extracts 
from a paper by H. H. Stoek, read at a recent meeting 
of the American Institute of Mining and Metallurgical 
Engineers. The paper was prepared from material in 
bulletins published by the Engineering Experiment 
Station, University of Illinois, Urbana, Illinois. The 
following paragraphs are of special interest: 

Purchasing and storing coal during the spring and 
summer months is necessary and of importance t0 
every one who uses coal, coke, or gas if he is to be 
insured an adequate supply in cold weather when he 
most needs it. 

The purchase of coal during the spring and sun- 
mer is therefore of great interest to retail and whole- 
sale dealers of coal, to the railroads or other trams 
porting agencies, and to the coal miners and coal mine 
owners who produce the coal; so that the mining, 
transportation, and sale of the coal may be more unr 
formly carried on throughout the year. 
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Admitting that it is advisable to buy coal during 
the spring and summer months, is it safe to do so and 
to store the coal; and, if so, why do not more manu- 
facturers adopt so obvious a form of insurance ? 

The spontaneous combustion of coal is due largely 
to the oxidation of the fine coal and the confining of 
the resulting heat ; consequently, the liability to spon- 
taneous combustion in.stored coal is greatly reduced 
and in many cases eliminated if dust and fine coal 
can be kept out of the pile, or the coal is of such 
size and so piled that there is a sufficient air current 
to carry off the heat so that the coal is not heated to 
the point of ignition, or else the coal is so closely 
packed that sufficient air can not come in contact with 
the fine coal to cause oxidation. 

In general fine coal or slack is more liable to spon- 
taneous combustion than clean sized coal, or usually 
than run-of-mine. If stored it should be very care- 
fully watched to detect evidences of heating. If prac- 
ticable a slack pile should be rolled so as to compact 
it as much as possible, and thus exclude the air, so 
as to give as nearly as possible storage under water 
conditions. Fine cleaned coal and extraordinary slack 
have been 
closely packed. 

It seems to make little difference in the liability to 
spontaneous combustion whether the coal is stored 


successfully stored, particularly where 


under cover or in the open, but under cover there 1s 
less segregation and weathering. Storage under cover 
is of course impracticable for large amounts. 

If possible a place should be chosen that is dry and 
well drained, or if not drained naturally, drains should 
be provided about the storage pile, not underneath it, 
as a drain beneath a pile may produce an air current 
up through the pile and thus assist spontaneous com- 
bustion. 

Coal should not be dumped on ground covered 
with ashes or refuse of any kind because in addition 
to furnishing flues for the admission of air to the 
coal pile, such refuse often contains material that will 
assist spontaneous combustion. Furthermore, it is 
likely to become mixed with the coal and when it is 
reclaimed from storage the value of the coal is thus 
depreciated. If possible, the ground should be cleared 
of vegetation and leveled off, so that the reclaiming 
of the coal may be done as easily as possible and so 
that dirt and refuse will not be taken up by the shovel 
or other devices used in reclaiming. Some of the 
objections of firemen to using coal that has been stored 
are justified because of the dirt and other refuse 
that has been mixed with the coal in taking it from 
the storage pile.’ A hard clay bottom thoroughly 
drained is desirable, if a concrete floor is too ex- 
pensive. 

If possible, adequate space should be provided so 
that the coal can be moved to another place, if heat- 
ing occurs. Coal should not be piled around hot 
pipes, against a boiler, or hot walls, around a chimney 
or in any place where it will be subjected to outside 
heat, because the liability to spontaneous combustion 
increases rapidly with a rise in temperature. Coal 
should not be stored above flues that will permit a 
current of air to enter the coal; hot air, such as that 
from a sewer, is particularly to be avoided. 


AMERICAN ARTISAN AND HARDWARE RECORD 35 


Coal should be so piled for storage that any part 
of the pile can be moved promptly if necessary. lt 
should either be so piled that air may circulate freely 
through it and thus carry off any heat generated in 
the pile by oxidation, or else it should be so closely 
packed that air can not enter the pile. Slack has been 
successfully stored in piles 10 feet high by packing 
the coal as it was placed in storage by rolling it, or by 
running a heavy truck over the pile. 

Stratification or the segregation of the fine and lump 
coal into layers should be avoided, since an open 
stratum of coarse lumps provides a passage for air to 
reach and oxidize the fine coal. The stratum of fine 
coal does not permit the heated air to pass off rapidly 
enough to keep down the temperature of the pile below 
the combustion temperature. 

The exact effect of moisture in connection with 
spontaneous combustion is not definitely known, and 
the evidence of laboratory experiments is contra- 
dictory. The repeated wetting and drying of coal 
seems to increase the tendency to spontaneous com- 
This may be true to the breaking up of the 
coal as a result of alternate wetting and drying. It 


bustion. 


is not wise to put wet coal into a pile, or to store dry 
coal on top of wet coal, or to store coal ona damp 
base if it can be avoided. After a rain or snowstorm 
a coal pile should be carefully inspected and watched. 

Inflammable material such as waste, paper, rags, 
wood, rosin, oil and tar in a coal pile often form the 
starting point for a fire, and every effort should be 
made to keep such material from the coal as it is 
being placed in storage, Timbers extending to the 
outside of the pile may permit the entrance of air into 
the pile. The admission of air into a coal pile around 
the legs of a trestle, through a porous bottom such 
boards, etc., 


cinders, or cracks between 


Coal should not be piled about 


as coarse 
should be provided. 
timber posts. 

The effect of ventilating coal piles is a disputed 
point, but the weight of evidence in the United States 
seems to be against the practice. This may possibly 
be due to the fact that ventilation has been inadequate 
ly done. Imperfect ventilation such as generally at- 
tempted in the United States, is certainly disadvan- 
tageous. Reports from Canadian practice favor ven- 
tilation by pipes placed close together in the coal pile. 

Three-quarters of the coal fires studied have oc 
curred within 90 days after the coal was placed in 
storage, hence particular attention should be given 
to the pile during the first three months that it is in 
storage. ‘The greater the area of the pile exposed 
to the air the more quickly will the danger of spon 
taneous combustion be passed. 


a - 


INDICATES THE WAY TO SUCCEED. 


Stick to your chosen pursuit, but not to chosen 
methods. 


Make plans for a little way ahead, but don’t 


cast 
them in iron. 

se content with small beginnings—and be sure to 
develope them. 

Don’t take fresh risks to retrieve your losses. 
them off short. 
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DESCRIBING CURVED MOLDINGS. 





By O. W. KorHe. 
To describe the many curved moldings met with 
in cornice work is not easy. Moldings is a term in 
architecture for the decorative treatment. A mold- 


this, but the ornamental features must be designed 
to harmonize with that particular style of architec- 
ture of the building. If more sheet metal tradesmen 
knew the requirements to be an able cornice man, 
fewer would be so free to proclaim their efficient skil! 
in it. 
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BIRDS BEAK 








Describing Curved Moldings. 


ing gives projecting or receding features by means of 
the curved forms, whereby those features are accen- 
tuated and varied owing to the play of light and shade 
on the surfaces. 

Fach building has its own conditions to satisfy. A 
design that would suit one building too often is wholly 
out of place on another. And so to be able to effect 
a good design a person must be an artist. He must 
know what produces light and shadows. Not only 


A quarter round A and cove B is about the simplest 
mold met with. The dotted construction lines show 
it to represent a mere quarter circle, the one outside 
and the other inside. At C we have the two com- 
bined with a short member separating them, while 
at D we have the same thing only reversed. On et 
tering the classical molds, the half round is often ap 
plied as in section E with a cove to produce shadows. 
When two quarter circles are placed reversed and 
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tangent as at F, we produce an Ogee. This makes 
the bends-quite bold and harsh, and to overcome this 
the curvature is graduated as at G. The top and 
bottom arcs are described with a radius extended and 
a line is drawn tangent to these arcs. This gives a 
more pleasing effect. 

At times the right ogee is reversed as at H, and 
js called reverse ogee. At I and J we have similar 
designs only changed to produce a different effect. 
The Echinus K and Scotia L molds are very classical 
designs and take on the shape of a part oval for the 
large curves. 

Gothic architecture takes on a great variety of de- 
signs. This is shown by M-N-O-P-Q-R. Gothic de- 
sign has never been reduced to perfect design as the 
classical orders have. The latter can be worked out 
by definite measurements ; while the Gothic is a more 
or less guess proposition to what looks good to the 
eye. Right here it should be remembered that it re- 
quires a very highly developed artist to be qualified to 
do Gothic proportion.. The interested scholar in 
sheet metal ornamental work should study the history 
of Gothic architecture and grow with its development. 

It is not often we meet with birds beak moldings 
as at S-T-U-V-W. These alone offer special study, 
and when made of sheet metal require very careful 
handling. These moldings are used especially for 
drip moldings, whether to shed water or to give a 
sharp edged dark shadow. 

It is not enough for the workman merely to draw 
these sectional details, and then expand mentally to 
a point where other knowledge is not necessary. The 
mere drawing of these is highly important, but it is 
equally important always to be on the lookout for 
examples where these designs are applied. Then 
study the entire face of the building and note just why 
that particular mold fits there better than any other 
would. And if another mold would serve equally 
well, then detail which one it might be. This scholar- 
ly attitude must be pursued for several years before 
a person’s artistic temperament can properly express 
itself. 





CALLS CONVENTION TO ORGANIZE A 
NEW ENGLAND FEDERATION OF 
SHEET METAL CONTRACTORS. 





As a result of much preliminary and persistent 
educational work by Edwin L. Seabrook, Secretary 
National Association of Sheet Metal Contractors of 
the United States and by other officers of the na- 
tional organization, enough cooperation has been 
Promised in all sections of New England to justify 
the calling of a convention of firms engaged in sheet 
metal work for the purpose of organizing a New Eng- 
land Federation. 

Accordingly, the call has been issued for a conven- 
tion to be held Thursday, April 22, 1920, at the Hotel 
Lenox, Boston, Massachusetts. The call is signed by 
many firms throughout the New England States and 
Preparations are being made for a program which will 
give the maximum of benefit to all those who attend 
the gathering. The sessions will begin promptly at 
0 o'clock in the forenoon and a tentative constitution 


and by-laws will be presented for action by the dele- 
gates. Subjects of- vital importance to every branch 
of the sheet metal trade will be discussed briefly but 
helpfully by men of experience and ability. 

After considerable deliberation, it has been decided 
that more good can be accomplished for the trade by 
uniting all the sheet metal contractors of the several 
New England States in a single federation than by 
organizing them in separate state associations. 

About a hundred firms have signified their willing- 
ness to become members of the New England Federa- 
tion and it is believed that a very high percentage of 
all those engaged in the sheet metal trade in New 
England will readily be induced to join them in 
making the new organization a pronounced success. 
> eo 


APPEALS FOR BIG ATTENDANCE AT THE 
CONVENTION OF ILLINOIS SHEET 
METAL CONTRACTORS. 








That the success of the Annual Convention of the 
Illinois Sheet Metal Contractors’ Association which 
is to be held April 14 and 15, 1920, in Bloomington, 
Illinois, will depend in a great measure upon the per- 
centage of attendance is a reasonable supposition. 
Therefore, the various officers of the Association are 
urging the sheet metal contractors of Illinois to ar- 
range their affairs in such a way as to make it pos- 
sible for them to go to the convention. 

One of the most consistent and enthusiastic men in 
the Association is J. C. Neuman, Vice President IIli- 
nois Sheet Metal Contractors’ Association, and Presi- 
dent of the Springfield, Illinois, Local of the State 
organization. He makes an appeal for a big attend- 
ance at the convention in the following letter: 

To AMERICAN ARTISAN AND HARDWARE REcoRD: 

The vital question is what can we do to get all 
members of the Association to attend the convention 
to double our membership every year and to tell 
them what benefit can be derived from sociability and 
cooperation. 

I know that AMERICAN ARTISAN does a world of 
good, and I want to thank you for what you are do- 
ing and wish that you would ask every sheet metal 
contractor in the state of Illinois to join us and keep 
on asking them as you know the constant dropping of 
water will wear into the hardest stone. 

Every Monday I receive AMERICAN ARTISAN and 
after supper I load my pipe and get into my old arm 
chair and read everything in it and derive a lot of 
good from it. 

Very truly yours, 
J. C. Neuman, Vice President, 
Illinois Sheet Metal Contractors’ Association. 
Springfield, Illinois, April 6, 1920. 


~—— 


SAYS AMERICAN ARTISAN PRODUCES 
QUICK ADVERTISING RESULTS. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 

Please take out my advertisement as I have already 
sold the machine. Your paper surely brings quick 
advertising results. 





F, G. MAIHACK. 
Rock Island, Illinois, April 5, 1920. 
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IS IN THE MARKET FOR BLACK, COLD 
‘ ROLLED OR ANNEALED SHEETS. 


4 


The Standard Furnace and Range Company, Louis- 
ville, Kentucky, wishes to announce that it is in the 
market for some black sheets, 22 or 24 gauge, 36 
inches wide, one pass, cold rolled or annealed sheets. 
The Company states that it could use pieces 32x34 
inches, 22 or 24 gauge. Anyone having any of this 
stock to sell is requested to communicate with the 
Standard Furnace and Range Company, 501 West 
Main Street, Louisville, Kentucky. 





TICKET CARRIER KEEPS SHOP CARD FREE 
FROM DIRT AND GREASE. 

Of special interest and advantage to proprietors of 
sheet metal shops is the flexible card holder with 
transparent face for carrying the job ticket which 
travels with each job through the factory. These are 
sometimes called job travelers. Without some pro- 





Job-Ticket Carrier for Shop Work. 


tection from grease and from soiled hands of work- 
men, the job ticket soon becomes illegible and delays 
and mistakes occur. 

The flexible card holder, shown in the accompany- 
ing illustration, pays for itself over and over again. 
These flexible card holders are sold by different con- 
cerns making factory equipment. They can also be 
very easily made. In some factories, they can be 
made entirely from scrap material. 

The ideal flexible card holder is made with a back 
of leather substitute or rubber coated cloth and a 
front of transparent sheeting. The back is turned 
over the edge of the sheeting and stitched down so 
as to make a pocket open at the top. This pocket is 
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water, grease and stain proof, and the inside tag jx 
legible all the time. If it is necessary to read both 
sides of the tag and it is not desired to remove the 
tag to do this, a double-faced card holder can be 
made in which both the front and back are of the 
sheeting. 

Where the material has to be purchased, it is far 
better to use a leather substitute which has a pyroxylin 
coating than a rubber coated cloth. The rubber wil] 
not stand up well in contact with oil, while the leather 


substitute does. 
or 


ISSUES PROGRAM FOR CONVENTION OF 
THE ILLINOIS SHEET METAL 
CONTRACTORS’ ASSOCIATION. 





All indications point to an unusually large attend- 
ance at the forthcoming Seventh Annual Conven- 
tion of the Illinois Sheet Metal Contractors’ Associa- 
tion, April 14 and 15, 1920, in Bloomington, Illinois. 
The following excellent program has been arranged 
for the sessions: 


Program of Seventh Annual Convention of the [Illinois 
Sheet Metal Contractors’ Association, to Be Held 
April 14 and 15, 1920, in Bloomington, Illinois. 


10:30 a. m—Address of Welcome by Mayor FE. E. Jones, 
Bloomington, Illinois. 

Response by George Harms, Peoria, Illinois. 

President’s address. 

Address on Income Tax by A. I. Williams, Normal Uni- 
versity, Bloomington, Illinois. 

Proposal for membership. 

2:30 p. m.—Roll call. 

Reading of minutes of previous meeting. 

General discussion—limit of 5 minutes to each speaker. 

Automobile tour of city at 4 p. m. 

7 p. m.—Reserve above evening as guests of Blooming- 
ton Local. 

Banquet and entertainment at Illinois Hotel. 

Toastmaster, C. N. Louis, Peoria, Illinois. 

10:00 a. m—Committee Reports. 

Reports of Officers. 

Address by Heber Hudson, Secretary Commercial Club, 
Ploomington, Illinois. 

Reading of Communications. 

2 p. m—Unfinished business. 

New business. iit 

Remarks for the good and welfare of the Association. 

Election of Officers. 

Installation of Officers. 

Selection of next convention city. 


Adjournment. 
-——_ oe 


VARIOUS FORMS OF SOLDER MEET MANY 
PRACTICAL NEEDS. 





The L. B. Allen Company, Incorporated, 4555 
North Lincoln Street, Chicago, Illinois, permits no 
obstacles to remain in the way of carrying out its 
motto: Forward to the highest. The soldering prepa 
rations made by this company contain qualities which 
are worthy of consideration. Allen Soldering Stick 
is said to flow on any metal in any climate. A lasting 
joint can be made by use of it in a comparatively short 
time. Another form of this preparation is Allen Sol- 
dering Paste. It is recommended for electrical work 
and for soldering in out-of-the-way places. Its qual- 
ities are the same as those in Allen Soldering Stick. 
By adding three parts of water to one part of Allen 
Soldering Salts, a perfect liquid flux is obtained, i 
is claimed. The solution which results will be strong 
enough to use on old metal with admirable results. 
A gallon of water to one pound of Allen Soldering 
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Salts makes an excellent flux for bright tin work. 
The tendency of liquid to get into every small crevice 
and thereby better serve its purpose makes this form 
of solder desirable. Allen Soldering Liquid is a prep- 
ration which is made for work on which a liquid 
solder is most desirable. Especially for galvanized 
jron and zine art work will Allen Soldering Liquid be 
found equal to the task of producing excellent results. 
The L. B. Allen Company, Incorporated, 4555 North 
Lincoln Street, Chicago, Illinois, will gladly answer 
inquiries pertaining to its products. Write to this 


company for information. 
-e- 


WILL UPHOLD EAVES TROUGH IN THE 
SEVEREST WEATHER. 








The desirability of insuring quality in every piece 
of material used on a job has been brought before 
sheet metal contractors repeatedly. Still there can 
be found many instances where an installation of an 
eaves trough was condemned because of inferior 
hangers being used, contributing to the instability of 
the entire trough in 
rough weather. 
Should the market be 
bare of reliable eaves 
trough hangers, this 
might be excused 
However, sheet metal 





Peerless Eaves Trough Hanger, Made Contractors who see 
by the Abbott anufacturing . : 
Company, Cleveland, Ohio. to it that every detail 
of the work they do is of superior quality will agree 
that the Peerless Eaves Trough Hanger, depicted here- 
with, manufactured by the Abbott Manufacturing 
Company, 4700 Central Avenue, Southeast, Cleve- 
land, Ohio, will insure the durability of the eaves 
trough put up with them. Though simple in design, 
the Peerless Eaves Trough Hanger is strongly made. 
The sheet metal used is of the highest quality. This 
hanger is easy to fasten. Just insert the trough, push 
the part labeled “A” through “B” and clinch, as shown 
in“C.” Then, the part marked “D” is crimped under 
the edge of the trough. It is next to impossible for 
this hanger to come loose, declare the manufacturers. 
Sheet metal contractors can procure prices and ship- 
ping information by writing to the Abbott Manufac- 
turing Company, 4700 Central Avenue, Southeast, 
Cleveland, Ohio. 


RECEIVES WIDE PRAISE FROM SHEET 
METAL CONTRACTORS. 





Sheet metal contractors are not known promiscu- 
ously to give their endorsement to any line of prod- 
ucts, unless that make of goods has some unusual 
features which emphasize its value. Hence the large 
number of testimonials in praise of Toncan Metal, 
manufactured by The Stark Rolling Mill Company, 
Canton, Ohio, can be said to express the opinion of 
sheet metal contractors who have given this metal a 
‘ral in their work. Toncan Metal has many uses. 
Especially where strenuous service is required, the 
manufacturers recommend this metal. Because much 
testing and experimenting are conducted before the 
materials which enter into the making of Toncan 
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Metal are selected, the finished product is not likely 
to have any flaws which would impair its adaptability 
to exacting requirements. Furthermore, before Ton- 
can Metal is permitted to leave the factory, it is in- 
spected to insure its uniformity and standard quality. 
Most particularly, this metal is noted for its rust-re- 
sisting property. In any position where the natural 
elements are most ravaging, Toncan Metal is said 
to prove its real value and strength. A booklet on 
“Corrosion—The Cause—The Effect—The Remedy,” 
which will be found highly instructive can be obtained 
by writing to The Stark Rolling Mill Company, Can- 
ton, Ohio. 


CUTS METAL OF UNLIMITED SIZE._ | 





lor sheet metal work that requires cutting of the 
material into various circular shapes, the Lennox 
Throatless Shears, illustrated 
herewith, manufactured by 
the Marshalltown Manufacturing 
Company, Marshalltown, Iowa, 
will be found up to the mark, de- 
clare the manufacturers. This 
machine is built for serpentine 
work, circles, and cutting sheets 
of large dimensions. It is said 
that there is no limit to the size 
of the sheet that this machine 
It will cut inside 
outside curves. Odd shapes and 

Marshalttown, lows. irregular forms, beyond the abil- 
ity of the ordinary shears, can be easily executed with 
the Lennox Throatless Shears. There are two circular 
blades in this device. According to the producers, 
they are made of special carbon tool steel and are se-. 
lected to meet the requirements of strenuous service in 
sheet metal work. The blades are oil tempered. A 
corrugated feeder directs and automatically feeds the 
metal. The manufacturers state that when this ma- 
chine is used there is no buckling. After cutting, the 
material is not stretched, nor are there any broken 
The Lennox Throat- 






Lennox Throatless will cut. and 


Shears, Made by the 
Marshalitown Manu- 


edges. The work is done clean. 
less Shears is built in several sizes to accommodate 
work in every shop. ‘Three styles are manufactured— 
hand power, belt drive, and motor drive. For details 
concerning the various sizes and styles and prices, 
sheet metal contractors and others desiring informa- 
tion concerning this device should write to the Mar- 


shalltown Manufacturing Company, Marshalltown, 


lowa. 
PRODUCTS AND SERVICE ARE OF A HIGH 
STANDARD. 


The W. J. Burton Company, Junction Avenue and 
Federal Street, Detroit, Michigan, manufactures sky- 
lights, fireproof windows, and East Lake Metal Shin- 
gles. The skylights made by this company are ac- 
curate in all details. All specifications are followed 
No matter how trivial an instruc 
The sheet 


with exactness. 
tion, care is exercised in following it out. 
metal used is said to be of the best kind, and the work- 
manship employed is of an acknowledged high qual- 
ity. In all particulars the fireproof windows manu- 
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factured by the W. J. Burton Company are formed 
té meet the requirements expected of them. As in 
the skylights, the sheet metal entering into the con- 
struction of the fireproof windows is of a quality 
whose merit is known. 

East Lake Metal Shingles are of a superior make. 
On houses where service is required of the roofing 
material, these shingles are said to be particularly 
adaptable. Notable in the transactions of the W. J. 
Burton Company is the promptness of its service. To 
sheet metal contractors time saved is valuable in many 
ways. Therefore, the W. J. Burton Company, De- 
troit, Michigan, has acquired a long list of satisfied 
customers. Primarily through its service and the 
high quality of its goods, this company has been and 
is extending its business. Sheet metal contractors 
who wish to avail themselves of the meritorious prod- 
ucts and service of the W. J. Burton Company, De- 
troit, Michigan, should write to that company stating 
their requirements. 





+ _ 
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SECURES EMPLOYMENT THROUGH AD IN 
AMERICAN ARTISAN. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 
Please stop my advertisement in the “Situations 
Wanted” column of your paper. I have already se- 
cured an excellent position through the same and 
want to thank you for your service. 
Yours truly, 
Anpb. DIETRICH. 
Grand Rapids, Wisconsin, April 4, 1920. 
EE = 
OBITUARY. 





George R. Sullivan. 

A life of uncommon usefulness came to an end 
Friday, April 2, 1920, with the passing away of 
George R. Sullivan at his home, 1545 North Meridian 
Street, Indianapolis, Indiana. For many years he 
was connected with Tanner and Sullivan of Indian- 
apolis, manufacturers and jobbers of sheet metal 


products, and was well known to the metal trade of . 


the country. 

Mr. Sullivan was born in Indianapolis, Indiana, 
August 11, 1856. His mother was a sister of Stephen 
D. Tomlinson, whose estate was left to the city of 
Indianapolis, and from which Tomlinson Hall was 
founded. George R. Sullivan had two sisters, Clara, 
who became the wife of Colonel R. F. May, of Mary- 
land, and Flora, who first married Colonel Robert 
Stewart, a cavalry officer with the Union forces in 
the civil war. After his death she became the wife 
of Emil Wulschner, who was one of the representa- 
tive business men of Indianapolis. Both of Mr. Sul- 
livan’s sisters are dead, and the only survivor of their 
families is Alexander M. Stewart. 

William Sullivan, the father, was active in Repub- 
lican politics in Indianapolis, was justice of the peace 
for Center township from 1841 to 1867. He also held 
several other public offices and was active in railroad 
enterprises, serving as a member of the board of trus- 
tees of the Peru & Indianapolis railroad. 

In 1880 George R. Sullivan married Miss Annie 
Russell, who was born and reared in Indianapolis, the 
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daughter of ‘James and Isabell (Stevens) Russel], 
Her father was at one time postmaster of Indianap- 
olis, serving after the death of his father, Alexander 
Russell, who died during his term as postmaster. 

Mr. Sullivan, who had retired from active business 
several years ago, was widely known in Indianapolis 
and was a member of several lodges and clubs, includ- 
ing the Columbia Club, University Club and the Coun- 
try Club. 

He is survived by a widow and two sons, William 
George Sullivan and Russell Sullivan, of Indianap- 
olis, both of whom are connected with the Sullivan- 
Geiger Company. Russell Sullivan is president of the 
firm and his brother is secretary and treasurer. George 
R. Sullivan was a prominent member of the Roberts 
Park Methodist Episcopal Church. 

ae 
NOTES AND QUERIES. 





Air Washers. 
From John F. Werner, Stewartville, Minnesota 

Please advise who makes air washers for heating 
and ventilating system. 

Ans.—Narowetz Heating and Ventilating Com- 
pany, 225 West Lake Street, Chicago, Illinois; Spray 
Engineering Company, 93 Federal Street, Boston, 
Massachusetts ; Hersh arid Brothers, Allentown, Penn- 
sylvania ; Buffalo Forge Company, Buffalo, New York. 


Galvanized Hoop Iron. 
From C. E. Mueller, Mt. Pulaski, Illinois. 
Where can I purchase galvanized hoop iron one 


and one-half inches wide? 
Ans.—Joseph T. Ryerson and Son, 2558 West 16th 
Street, Chicago, Illinois; Sharon Steel Hoop Com- 


pany, Sharon, Pennsylvania. 
Scaffolding Jacks. 
From Tony V. Mallack, 113 South Weadock Avenue, Sagi- 
naw, Michigan. 
Can you tell me where I can buy adjustable scaf- 


folding jacks to be used for erecting steel ceilings? 
Ans.—Steel Scaffolding Company, Evansville, In- 
diana; T. C. Krewson, 801 Master Street, Philadel- 


phia, Pennsylvania. 
Awning Manufacturers. 
From O. Jobe, Chillicothe Hardware, Chillicothe, Lllinois. 
Kindly advise who manufacturers awning. 


Ans.—H. Channon Company, 150 North Market 
Street; George B. Carpenter and Company, 440 
North Wells Street; U. S. Tent and Awning Com- 
pany, 23t North Desplaines Street; all of Chicago, 


Illinois. 
Corrugated Galvanized Iron. 
From W. H. Johnston, McNabb, Illinois. 
I would like to know where I can purchase 135 


squares of 26 gage corrugated galvanized iron. 
Ans.—F. Meyer and Brother Company, Peoria, 
Illinois; W. J. Burton Company, Jackson and June- 
tion, Detroit, Michigan; Berger Brothers Company, 
229 Arch Street, Philadelphia, Pennsylvania; Fred- 
erick J: Knoedler, 68 North Second Street, Philadel- 


phia, Pennsylvania. 
Parlor Stove Uurns. 
From H. E. Hessler, H. E. Hessler Company, Syracus¢, 
New York. : 

Can you inform us who are the leading manufac- 
turers of parlor stove urns? 

Ans.—Matthews and Williard Manufacturing Com- 
pany, Waterbury, Connecticut ; Ireland and Matthews 


Manufacturing Company, Detroit, Michigan. 
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Frederick Ziemer, Freeport, and 


Ash-Siiter. 
Charles Braun, Brooklyn, N. Y. Filed May 15, 1919. 


1,335,236. 
1,333,292. Toy Vehicle. Pittsburgh, 
Pa., assignor to Buster Manufacturing Company, a Corpora- 
tion of Pennsylvania. Filed May 23, 1919. 


1,333,318. Fish-Lure. 
Filed June 4, 1919. 

1,333,835. Camp-Stove. Walter C. O’Kane, Durham, 
N. H., assignor to The Red-E Company, Columbus, Ohio, a 
firm composed of Walter C. O’Kane and Frank M. Raymond. 
Filed Jan. 27, 1916. 

1,333,344. Folding Stool and Ladder. Harry H. Rus- 
sell, Portland, Me., assignor to the E. T. Burrowes Company, 
Portland, Me., a corporation of Maine. Filed, May 17, 1918. 

1,333,355. Padlock. Henry G. Voight, New Britain, 
Conn., assignor to Sargent & Company, New Haven, Conn., 
4 corporation of Connecticut. Filed Aug. 6, 1918. 

1,333,370. Toy Car. Richard U. Bailey, Springfield 
township, Summit county, Ohio. Filed Apr. 28, 1919. 

1,333,387. Scoop. 
Aug. 15, 1919. 


1,333,392. Combination Ironing-Board and Chair. John 
Joseph Dunwoody, New York, N. Y. Filed Oct. 25, 1919. 


1,333,419. Combined Sifter and Funnel. 
Hoops, New York, N. Y. Filed Apr. 12, 1919. 


1,333,432. Vise. John Maier, Detroit, Mich. Filed Sept. 
10, 1919, 


: 1,333,450. Can-Opener. John J. Salmon, Salt Lake City, 
Utah. Filed May 7, 1919. 


RI 1,333,453. Micrometer. John Sardo and Patsy Pariso, 
mira, N.Y. Filed Nov. 8, 1918. 


: 1,833,469, Combination Dish-Washer and Canning De- 
vee. Louise Coursen, Lewiston, Ill. Filed July 24, 1918. 


Homer W. Case, 


Kenji Kipima, Los Angeles, Calif. 


George C. Cato, Rome, Ga. Filed 


Herman H. 
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NEW PATENTS. 














1,333,470. Flytrap. Patrick Curran, Chicago Heights, 
lll. Filed Aug. 6, 1919 

1,333,486. Stovepipe-Thimble. Lois E. Jarrett, Ashe- 
ville, N. C. Filed May 20, 1918. 

1,333,494. Handle-Holder. Stanley Kilminster, Great 


Falls, Mont. Filed Apr. 12, 1919. 


1,333,499. Door-Stop. James Thomas Little, Missoula, 


Mont. Filed July 9, 1919. 

1,333,564. Fishhook. Charles F. Murray, Oregon City, 
Ore. Filed Sept. 27, 1919. 

1,333,578. Shears. David Ruppert, Westminster, Md. 
Filed Apr. 11, 1919. Serial No. 289,430. 

1,333,590. Self-Heating Soldering-Tool. Claude M. Pad- 


gett, Chicago, Ill., assignor of one-half to Vivian Dick Ten- 
nyson, Chicago, Ill. Filed May 8, 1919. 


1,333,616. Soldering-Iron Holder. 
Freeman D. Smith, Dyersburg, Tenn. 


Chris S. Hall and 
Filed Dec. 23, 1919. 


1,333,625. Stovepipe Anchor and Lock. Raymond Mar- 
shall, Frankfort, Ind. Filed June 24, 1919. 
1,333,643. Combination Milking-Stool and Pail-Holder. 


Oscar A. Stromwall, Foreston, Minn. Filed June 26, 1919. 


1,333,651. Ventilator. 
Filed Aug. 20, 1919. 
1,333,684. Latch Device. John Schaeffer, Horicon, Wis., 


assignor to Van Brunt Manufacturing Company, Horicon, 
Wis., a corporation of Wisconsin. Filed July 21, 1919. 


Joseph Andrassy, Cleveland, Ohio. 


1,333,697. Fisherman’s Reel. Henry O. Barry, Spring- 
field, Mass. Filed Apr. 22, 1919. 

1,333,691. Drag for Fishing-Lines. Louis T. Weiss, 
Brooklyn, N. Y. Filed Mar. 15, 1919. 


1,333,728. Fencepost. Andrew W. Piggee, Conway, Ark., 
assignor of one-half to Morton W. Williams, Conway, Ark. 
Filed Jan. 31, 1919. 
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| WEEKLY REPORT 
OF TRADE AND THE MARKETS 








IMPROVEMENT IN RATE OF DELIVERY 
EASES THE STEEL SITUATION. 


The notable phase of the steel trade during the 
past week was the steady improvement in the trans- 
portation situation with its attendant improvement in 
the steel industry, as a whole, and the sharp increase 
in coke prices at the end of March, when Government 
restrictions were removed. The railway improvement 
has been gradual, but has affected the mills at both 
ends of the game. In the first place, deliveries of 
coke, coal and other materials are going forward on 
a better scale, and in the second place the mills are 
in a position to move their finished stocks at a better 
rate. 

This advantage, however, is likely to be lost by the 
railroad strike which now threatens to impede freight 
traffic in all directions. 

In the Connellsville district coke prices had been 
more or less pegged on a basis of $6 per ton for fur- 
nace coke, but at the end of March the Government 
restriction was removed, and the market advanced by 
sharp steps to $12 per ton, this price representing a 
readjustment more than anything else. 

Production of steel as well as pig iron is showing 
the large increase usual to spring but it is believed 
that this increase is more than temporary and that 
the mills are getting back into a long swing that will 
keep the output moving at a rate strong enough to cut 
down the immense demand which has been hanging 
over the market. This demand has not been pressing 
so urgently of late, but the easing off in inquiry is 
due, not so much to any loss of interest in the mar- 
ket, but rather to a realization of the fact that pres- 
sure will bring result and will merely be a loss of 
time. Consumers have been educated to the shortage 
of steel and are more or less content to stand by and 
wait until the mills are in a position to furnish stocks 
before entering the market again on a large scale. 

The trade is still waiting for the large railroad de- 
mand which had been heralded as coming with the 
return of the roads to private ownership. So far the 
roads have not purchased anything like the amount of 
stock estimated in, and out of, the market as neces- 
sary for the continuation of operations. Still, rails, 
shapes, plates, bars, equipment of every kind and en- 
gines are needed and it is only a matter of time before 
the mills will receive this demand. Meanwhile the 
steel industry as a while is in for a period of activity 
that bids fair to keep the wheels turning for many a 
month to come at as fast a rate as is possible. 
STEEL. 

Demand is still far ahead of production and prices 
are maintained and actually stronger in some quar- 


ters. Coke and coal, although moving somewhat more 
freely in some sections, are climbing im price, because 
of the termination of Government restrictions and ac- 
cession to the labor unions’ demand for a wage in- 
crease. 

There is noted an increase in the number of orders 
placed by the railroads for equipment, which is due 
to willingness of steel mills to accept time notes from 
the car builders, making it possible for the car manu- 
facturers in turn to extend credit to the railroads, 
This is done on a 25 per cent cash, 75 per cent credit 
plan, and thus extends the usefulness of the $300,- 
000,000 granted the roads by the Government for re- 
habilitation and increased operating expense. 

The leading interest persists in its policy of selling 
on a low base price, as compared with that asked 
and received by the independents. 


COPPER. 

One of the leading authorities in the copper indus- 
try who is in a position to get daily detailed statistics 
of the business being done by practically all the sellers 
this morning estimated that the actual sales of the 
metal during the past ten days had amounted to ap- 
proximately 400,000,000 pounds. The contracts were 
placed for the account of both domestic and foreign 
consumers, but, of course, the greater proportion of 
the copper will go to users in this country. 

If the final official statistics for March confirm the 
estimate made, the month will have established a new 
high record for copper buying since the signing of 
the armistice in November of 1918, as the sales earlier 
in March were in fair volume. The previous high 
record was made in December of last year, when the 
total sales amounted to about 481,000,000 pounds. 

The extent to which copper buying has been resumed 
recently can be seen when comparisons are made with 
previous months. In February for instance the actual 
sales amounted to slightly less than 100,000,000 
pounds, of which about 28,000,000 pounds were for 
foreign account, in January the sales were 240,000,000 
pounds, in December as stated 481,000,000 pounds 
and in November approximately 150,000,000 pounds. 


TIN. 

It is reported that the United States Steel Corpora: 
tion is in the market for tin with facilities for buying 
in London, Singapore and New York, but no con 
firmation of this was obtainable. Some members 0! 
the trade felt that if the corporation was really buy 
ing there was some good reason for it and a with 
drawal of any amount of supplies would strengthen 
the market in excess of all previous estimates. Re 
cent buying both in New York and London has bee® 
very lively. 
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LEAD. 

A firmer tone prevails in the lead market. There 
is more demand for prompt shipment lead and ap- 
parently a shortage of metal available. The con- 
sumption continues in excellent volume, and pro- 
ducers’ output for the last quarter has been in most 
cases less than that of last year for the same period, 
in spite of the present high prices, which naturally 
would be supposed to bring out the utmost possible 
production. The chief cause of this has been short- 
age and irregularity of labor, which in lead as in so 
many commodities is thus responsible for high costs. 

SOLDER. 

No further advance in the prices of solder has taken 
place in the Chicago market. The present quotations 
are as follows: Warranted, 50-50, per pound, 4! 
cents; Commercial, 45-55, per pound, 38.30 cents; 
and Plumbers’, per pound, 35.60 cents. 

ZINC. 

Producers of zinc report adverse conditions of labor 
that are handicapping output and rendering them 
cautious as to offering futures. Domestic galvanizers 
have been buying scattered lots of zinc for compara- 
tively nearby shipment, but little interest is being 
futures. 





shown in distant 
TIN PLATE. 

Tin plate has sold in small mill lots at $12 per base 
box, the movement in the spot and prompt market 
being very small. The high price arises not from a 
heavy demand over and above that covered by regu- 
lar contracts, but by reason of there being so few 
sellers and limited tonnages offered by them. The 
vast majority of the mills have their output sold on 
contract, and as they are somewhat behind in deliv- 
eries they are not sellers in the open market at this 
time. While in a sense there is a market at above the 
regular Pittsburgh base price of $7, the market is a 
sort of retail affair. The regular market is the one 
that is made every six months, as the mills sell their 
product to manufacturing consumers on contract for 
the first half or the second half of the year, with a 
subsidiary market between times, when sales are made 
to jobbers for the old quarter, it being the custom to 
sell to jobbers for only three months at a time. 

Tin mill operations continue heavy, but are aver- 
aging somewhat below full on accotint of shortage 
of sheet bars. At the beginning of the week the lead- 
ing interest was operating 95 per cent of its tin mills, 
but on account of transportation difficulties the sup- 
plies of sheet bars did not last through the week at 
all of the plants, and for the last four turns of the 
week only 80 per cent of the mills were operating. 
The average among the independents was about 90 
per cent, making a general average for the whole in- 
dustry this week of about 90 per cent. During the 
latter part of the week the leading interest was oper- 
ating 95 per cent of its tin mills. 


SHEETS. 
_ Notwithstanding the comparatively high percentage 
0 ‘ti . . . e 
Capacity at which sheet mills are operating, few 
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users are getting sufficient supplies on account of the 
fact that manufacturers are unable to ship anywhere 
nearly in accordance with production. Not only are 
the automobile manufacturers still obliged to seek 
sheet bars for conversion in an endeavor to piece out 
the light shipments against their contracts, but the 
makers of stoves and of electrical goods literally are 
begging manufacturers for early shipments. All of 
the electrical manufacturers are sold at least a year 
ahead on small motors such as are used in operating 
sewing machines, washing machines, mangles, electric 
fans, etc., while automobile starters, which take some 
sheet steel, cannot be made in sufficient quantities to 
meet the demand. Automobile companies are not 
promising deliveries of cars in less than go days. 
Practically no limit exists to the prices that the auto-_ 
mobile interests are willing to pay for early tonnages 
of sheets but other users who are prepared to pay 
premiums will not go as high as the former to secure 
early supplies. 

In the Chicago market, Wellsville polished steel 
sheets have advanced in price, so that the present 
quotation for the No. 18-20 per 100 pounds ts $0.05. 
Other numbers are priced in proportion. 


OLD METALS. 

Wholesale quotations in the Chicago district which 
may be considered nominal are as follows: Old steel 
axles, $33.00 to $35.00; old iron axles, $37.00 to 
$38.00; steel spring, $25.50 to $36.50; No. 1 wrought 
tion, $26.50 to $27.00; No. 1 cast, $37.50 to $38.50, 
all net tons. Prices for non-ferrous metals are as fol- 
lows, per pound: Light copper, 14 cents; light brass, 
g cents; lead, 64% cents: zinc, 5% cents; cast alum- 


4 


inum, 22% cents. 
PIG IRON. 

The pig iron situation is, of course, greatly in- 
fluenced by conditions of coke production and distri- 
bution. 

Connellsville coke had a spectacular rise when an 
open market was permitted by the announcement that 
Government price and other restrictions would come 
off at the end of March. 
March saw 


the termination of many 


The end of 
arrangements made for the duration of Government 
control. There was more uncovered consumption 
than unsold production, with the natural result that 
prices advanced; for when the blast furnaces have 
pig iron sales on their books at above $40 they can- 
not do withput coke on account of a few dollars a ton 
in the price. While the Government prices on Con- 
nellsville coke have been $6 for furnace and $7 tor 
foundry, the first sales of furnace coke in the open 
market were at $9, and the prices rose and rose, until 
in the last two or three days furnace coke has been 
at $11 to $12 per net ton at ovens, and foundry coke 


7 
| 


$13 to $14. As prices went above $g furnaces be- 
came reluctant to cover for more than the month of 
Nearly all the coke business for April has now 
The higher prices for coke had a 
are 


April. 
been put through. 
stiffening influence upon pig iron prices, 
now well maintained, though consumers are well cov~ 


W hich 


ered for several months to come. 
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GALVANIZED. sun Wads—per 1000. a BEVELS, TEE 
Winchester 7-8 gauge.... 1087 lumbs, West, Pat............. List Stanl — 
No... s0esse+.++,D6" 1001. $8 50 do eauge.::-10R7fap | "Can. Pat..-........60 00] Sigiey* Tommond, handle. 22% a, 
No. 18-20..........per 1001 bs. 8 65 “11-28 gauge... : 10874% Firemen’s (handled). | Stanley's iron handle. <2. °2.2.2.. Neta 
No. 22-24.....,..-.per 1001bs. 8 80|Powder. ee. SO Sere ner 
No. 26.......+++-+-per 100lbse, 8 95 DuPont’ s Sporting, kegs. .... $11 25 BINDING CLOTH 
No. 27......+.+++++-per 100 Ibs, 9 10 “ 4 kegs. . 3 10] cinole Bi PF : 
Se per 1001bs. 9 25] puPont’s Canisters, 1-lb 56 Single Bitted (without handles). De iknecéuciicaundettieaile 55% 
Pb miasevesnanead 1 ca ea Prices | ae eee 40% 
ee ae a Gmetestens, Grams... © 5 Warren Silver Steel. . on application} Brass, plated...............++++4 60% 
2 - re tenes 7 ~ Warren Blue Finished. ” 
-kegs.... 
WELLSVILLE POLISHED STEEL, - “ _canisters.. 1 00 ‘ BITS. 
Le & R. Oo , Extra Sporti ; , unger. 
No. 18-20..........per 100 Ibs. $9 65 CGS. eevecsssecssesses LL 25 | Double Bited (without handles). ennings Pattern............. 
No. 22-24...cccccce per 1001bs. 9 75) & R Orange, Extra Sporting se Warren's Natl. Blue, 3$ to 44 Ford ord Cat Rccecescevece List plus 5% 
Bb beccecevcsned per 100lbs. 9 85 a eer Prices on applicatior a seacsccese 35 
Peessicccoacs’ per 1001bs. 9 95| & R; Orange, Extra Sporting , ||| The above prices on axes of 3 to 4 Ibs. pees 
ae pel ices pena a are the base prices. Clark’ ‘ Kpansive.........+ 534 4 
Lib. canisters. ...ccesee 56 ays _ = 00.38 
L. & R. Grange, Extra Sporting ce cccendsseee 35% 
KEYSTONE HAMMERED De GE. cccéccace 32 Ford’s Ship Auger eT 
POLISHED STEEL. L. & R. Orange, Extra Sporting a BAGS, PAPER NAIL. RE RRS copes © ist plus 5% 
. ‘ BEES. ce cescecs 7 ‘enter F 
Discontinued. New product will be ieneatl “BR. © ant “hahaa” Pounds..... 10 16 20 25 Comber... ... see eee ereeccseees 10% 
announced later. 50 can drums..........- 43 50| Per 1,000....$5 00 6 50 7 50 9 00 
Hercules “E. C.," kegs......... 22 50 Countersink. 
Hercules “E. C.,"" }-kégs....... 11 25 No. 18 Wheeler's .. . .per doz 82 2 
BAR SO Hercules “Infallible,” 25 can BALANCE No. 20 “ : 75 
AR SOLDER. ies lee ies 22 00 CES, SPRING. American Snailhead.. ~~  } fp 
et 1 “T had 1 S . . "ae is eo Rose “ 
arenes, 00-60... g0n 1901s, 41 00) Ee” 1 cam, 4, [Bight Boring..........---.-.-- wel awe Rc ie 
Commercial, 45-55 ...... { 38 30] ‘Tercules “E. C.,"" }-kegs....... 5 75 a ee eee ee Oe . Snail...... . 
PUNINLs éaccecescscce | 35 60} dercules‘*E.C.” and“Infallible”’ 
CONIBEETS. 0... cccccccccs 1 00 Dowel. 
Hercules W. A. .30 Cal. Rifle, BARS, CROW. Russell Jennings .......-- plus 20% 
ZINC eee eee 1 25 
? Hercules Lightning Rifle, Pinch or Wedge Point, percwt.... 
ihe... 94c CANIStETS. .... cece ase Rr . $8 00 to $9 00] Gimiet. 
ne Oe Standard Double Cut. .Gross $8 
Hercules Unique Rifle, canisters 1 50 a . ee , yo $4.00—$5.00 
SHEET ZINC. Hercules Bullseye Revolver, BASKETS 
- Ea sexcecuspeses 1 00] Clothes. - 
Cash lote............. sasesins 4c Small Willow........ per doz. 15 00] ““¢o™e"- 
Less than cask lots......... 14}-14}c ANVILS. Medium Willow...... read 17 00 Standard Square.....--- Doz. : Bs 
Solid Wrought........ 23 & 234 per lb.| Large Willow........ * 20009] ‘American Octagon... 
COPPER. ASBESTOS. Galvanized Screw Driver. 
Copper Sheet, base... 294¢ | Board and Paper, upto 1/16” 17c per lb- 28, gh iba. 19 bu. | No. 1 Common.....- 4 
se ceccccces Thicker 18cperlb.! Perdoz...........$1608 $18 721 No. 26 Stanley....-. 
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BLACKING, STOVE. (See Polish) 
BLADES, SAW. 
Butchers’. 
Standard, } & l}-in..... esebed Nets 
i 1.2656 t cu eanedeen - 
DN :pstetaeitatenamidaaed * 
Hack. 
TE cemmninaels eoccccccosccet te 
Serer ree jiiandeine Nets 
Wood. 
Disston 
i cecseswess 6 66 26 
, $800 $850 $800 
Atkins 
Th vedebs ene 2 14 18 
$385 $650 $475 
BLOCKS. 
Siete... .sccvcsace pabdieeneed 20% 
Patent... ccccseccese gebaveneee 20% 
BOARDS. 
Siove. 
Wabash Crystal......... Net Prices 
Wabash Oriental......... 7 
Wabash Mosaic......... : 
Wabash Delft Enameled. . 2 
Wabash Art Inlay....... oe 
Wash. 
No. 760, Banner Globe, le) 
sbbsnnsttescovrapeltaasne: Sor doe $5 25 
No. 652, Banner Globe, (single) 
Er rTer per doz. 6 75 
No.801, Brass King.. “* 8 25 


No. 860, Single—Plain Pump 6 25 


BOLTS. 
Carriage, Machine, etc. 


Carriage, cut seeet #x6 and 
sizes smaller and shorter. .40&10% 


Carriage, sizes la:ger an : longer 


IN, o's aids eciekupihaienh ee 206. 
Machine, {x4 and sizes smaller 
Me cccccccceses 50&10% 
Machine, sizes larger and long- 
SE vccassteusscess 158% 
CP nbsacetee ss0e 40esernn 70% 
IR SAS pate 0 
Mcrtise, Door 
cic cnhagtseeses sas 33 
Gem, bronze plated........... 5% 
Barrel. 
Ciitintiemebacseneaee Nets 
es nn nccndeadmrs - 
Wrought, bronzed............. » 
Flush. 
han ate nenicksnaainws 
Spring. 
EN eee - 
Wrought, heavy.............. * 
Square. 
CS a a . 
A ' BORERS 
Miller's Falis....... dos. $23 00 
Sill borers, No. 51... = 8 
a ae "7 3 3o 
Bung. Doz. 
Baperpriee Mfg. Co." ‘a No. 1. 10% 
No. 2 
— 
Mail, No........ 
Per doz...... $18 00 23°00 29 0c 
Mitre. 
IN sg oe Net Price: 
Stearns, No. 2... per doz. $30 
BRACES. 
Pray’ : fenuine Spofford’s. om x 
<< See f- 
BRACKETS. 
Hay Rack. 
Wenzelmann’ 8 No. 1 ,per doz. 
ON ae 18 00 
a No. 2, per d ° 
MNciiwiankdcendiacce 19 20 
Shelf. 





Well. 
Oak, Wrought Iron Riveted 


Copper Burrs only..... 25% above list 
Tinners’ Iron Burrs only......... 30% 


oo) a ee 74% 
Wrought Brass (New List)... ..Plus5% 
Wrought Steel, Bright............ 40% 
Wrought Steel, Japanned... . Net prices 


CALIPERS. 
I oi asitiknbuaemuaee oe Nets 
{nside and Outside.............. et 
De thennedneidthaeebeaeuans - 
CALKS. 

“ogger’s Boot. 

_ (Lufkin R. Co.'s), per M...... $7 00 
"oe. 

Blunt and medium, | prong, 
Os vkdswireknne reed $6 20 


CANS 
Vilk. 
Elgin. 
a 5 & 10 
Hach....... $400 $5 15 $5 15 
Iowa Pattern 
| 5 8 10 
ca ccan $400 $5 15 $5 15 
: CAN OPENERS. 
See Openers. 


CAPS, GUN. 
See Ammunition. 


CARPET STRETCHERS. 
See Stretchers. 
CARRIERS. 
Hay. 

Diamond, Regular....each, Nets 
Diamond Sling....... = ee 
CARTRIDGES. 

See Ammunition. 

CASTERS. 
Standard—Ball Bearing....... 50&10% 
ad ttn ine kia dtemenk-eecid 40% 
Common Plate 

Ee ee 15% 
Iron and porcelain wheels, new 
iini.c+tdnedsnneewatasnsdens 50% 
Philadelphia Plate, new list. . . .50% 
PEs pocccescccccessoeees 40% 


CATCHERS, GRASS. 
No. 160S, per doz ............ $12 25 
Me. 1608, © lcccccccccce 14 0) 


CEMENT, FURNACE. 


American Seal, 5 1b. cans, net $0 45 
” ** 101b. cans, “* 90 
ni ** 25 lb. cans, “ 1 87 
Pecora, 5b. cans........ = 45 
a ae sa 90 
oe PRR etcsxs S 1 87 
CHAIN AND CHAINS, 

Breast Chains. 
Doubleslack...... doz. pairs, $8 50 
With Covert Snaps ” 5 80 
W-th Slide. ...... e 5 00 
Without Slide. ... ” 4 60 





Picture Chains. 
Light Brass, 3 ft..... per doz. $1 25 
Heavy Brass,3ft.... %§ 1 75 
Sash Chain. (Morton's) 
Steel, per 100 ft. 
Dia cccccccnccecoecosceceess $2 50 
s06b0seuesereveeues ecccece 3 10 
Did 0n05500s4eudsdenensasane 3 60 
Champion Metal 
ee ne 5 40 
Bikes sesswasswaeeesasnaees 5 60 
Gbeseccvesvedanecscacenans 7 75 


Piieveshenna ListNet Plus 15% 


CHALK, CARPENTERS’ 


Bs nccccscencenesed per gro., $1 40 


Psa eacewspednsenes 1 4( 
sai 1 25 


Common White School 
CrAYOR. .ccccccces 


CHARCOAL. 


fe BONE. cavcccvesoncus per bag $1.70 


CHECKS, DOOR. 


:  SPPPrrTrri iii . Net list 
RUSBWIN. oc ccccccccccssccccce 20% 
CHIMNEY OPS. 

Iwan’s Volcano..............+++-35% 
CHISELS. 

Box. 
Inches.......+> 12 14 


Round, per doz ape : 
Flat. per doz......... 725 8 25 


Cold. 

Good quality, § in. and 

ici bhaehens name ened Nets 

Smits SP ERs vss 0cecee Nets 
Socket, Firmer. 

ee Price on Application 
Socket, Framing 
EES Price on Application 
Tanged, Firmer.—Barton’'s. 

We IN co ncanceneees Net list 


Choppers, See Cutters, Meat. 


CHUCKS, DRILL. 


Goodell’s, for Goodell’s Screw 
BED. «0.0000 List less 35-40% 


Yankee, for Yankee Screw 
densest unteusccane 
CHURNS. 
Anti-Bent Wood, 
get ere 5 
teneneewe $3 90 460 
Belle’ a eteieidaindnhe 65&74% 
Common Dash, 
URE renee 5 7 
er 17 00 19 00 


CLAMPS 
Adjustable. 
DE cidccnéatnienenenaan 30% 
Pe csctaedensconees 20% 
Cabinet. 
abs bcduresebeneranneces 20% 
Carpenters 
ee List price plus 25% 
Carriage Makers 
Mr sad¢at0e0de2 perdoz. $7 00 
EAS = 14 00 
ee ere «i 28 00 
Di hanskdvdabaend se _ 46 00 


Quilt Frame. 
> 30 Ball and Socket, 23” 


pwewe dee wed per gross $11 25 
No. — Ball and Socket, 34” 
bend... ..ccccces per gross 12 25 
Hose. 
Sherman's, brass, j-in.. per $=, ts 


Double. brass. §-in.. 





Saw Filers. 


Wentworth's, No. 1, $12.50; No. 2, 
$18.25. No. 3, $16.25. 


CLAWS, TACK. 


Wood hdl. No. 10...... per doz. $0 95 
Forged steel,wood hdle. “ $1.75 
Solid steel........... 2 40 
aa Gbiek adethaene 50 
CLEANERS. 
Drain. 
Iwan’s Adjustable.............25% 
Iwan’s Stationary ........... 30% 
Pot. 
MCchbahabednans per doz. $0 75 
Side-Walk 
Stivtidarecena per doz., Net prices 
CLEAVERS. 
Family. 


Beatty's,inch 7 8 
Per doz. .$27 00 2900 33°00 3000 


CLEVIS6ES. 
Ra eee ee 10c Ib- 
CLIPPERS 
BGs tien ie ceed .. 82 25&6 00 
CLIPS 
iin niidnecaes . 65&5% 

Damper. 
a er per doz. 7& 
Dl ctesasaceesenss ved 
Be o56keanseneveces = SOc 
CLOTH. 
Emery. 
Star... ...eeeeeee sss New Pri es 
OO 7 err ei 


Hardware Wire— Prices on 


Full rolls (100 ft.) application 

12 Mesh, galv anized Se = 

14 ous i 

S * - ao - 

i ° * vende 0m 
Screen Wire. Prices on application. 
12 mesh, painted, per 100sq. ft... .... 


COLLARS, STOVE PIPE, 


Lacquered. 
Inches 5 6 7 
Fancy patter, 
perdoz...... 85c $1 15 
COMPASSES 
CEE. gc civtnessseordeanee 18% 


COPPER—See Metals. 


COPPERS—Soldering. 
Pointed Roofing 
3 lb. and heavier......... per Ib. 37c 
SNUG 6 deed iwesesceeeue - 38e 
7 Me cpasdanahsawenedoes ve 37¢ 
SDs osnecsecesooencenes - 40c 
BBD, sc ccQeccccecccencess = 43c 
CORD. 

Picture. 

White Wire..........-. .. M&S% 
Sash. 


* Sampson Spot, No. 7. per doz. $24 5U 
, Sampson Spot, No.7.per doz. $29 40 


CORKSCREWS. 


Walheer’s. oc ccccces 
Williamson's Regular... 
Williamson's Forged Worm....... 40% 


COTTERS, SPRING, 
AU GISGR. 0 occas cesccesesoeses 


COUPLINGS, HOSE. 


Perr rT TT per doz. $2 25 


COVERS, WAGON—See Tents. 
CRADLES, GRAIN, 


0! Morgan’s Grapevine . .per de z.$45 00 
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CRAYONS—See Chalk. ELBOWS—Conductor Pipe. Wood Pails. HANGERS. 
; Frazer’s, 15tb.$1.00; 25 tb. $1.50 each | Barn Door. 
CUTTERS eee Terne, Hub Lightning, 15 fb. 90c; 25 tb. U. S. Rolled Bearing. .... +00 ol Qe 
Glass. Size. Doz. $1.21 each. EE eee 124% 
Woodward..... eeeccccccocces EE ee soe++-60%| Tin Cons. Warehouse Tandem, No. 44... 334%, 
Meas. 3-inch.....+++ sovensonesesscees 60% | Prazer’s Conductor P.. 
Enterprise—Nos. 5 10 MD BERR cccncccce doevecsecsececs 60%| 14%b. per doz.........++0++--$) 7$| Twan’s Perfection............ 48%, 
Each $250 $425 $3 75 5-inch peaeenee geeseoesecconeses 60% POM coseccncesnes - 3 25 | Eave Trough. 
h , a 6-inch..... eccccvecccoooccocers 60% All sizes. 5” or smaller, 
_, “ “mw Oe @ ¢ 00 SF te U™Ullt™lCt™COP  emeronees per gross. $3 80 Net 
Pipe. NES : “ 
Saunders’, No. 1 2 3 EMERY, TURKISH. | Pamil aes saphers pee he 5 00 * 
Each....... .. $1 85 275 6 75 Nes ceeeneede 1-Ib. 5-Ib. 10-lb, se oll 7 & 10 12 Garage Door. , 
Slaw and Krout. 3 °° : a ° 
ne ee sn elt. -:- W8c Mae 13¢ | Per doz..20 50 21 75 26 25 3050} Right Angle...............508&10% 
3-knife Kraut, 8x27 in.. 13 00-18 00 Loose. Sliding Folding............... 50%, 
tm _- yarenssae ; = EYES. Per ton......+ . Price on application} Receding................... - 50% 
i itin neh tatewkess 11 CO| Bright Wire Screw—See Ooods, B. W.| Mounted. yy vom per set, $3 75 
pst ee ‘ a Acme ee set, 
DAMPERS, STOVE PIPE. a o ’ _— Each ‘7 seo 8: 5 25 Ives’ Improved...... 3 40 
as Hooks and Eyes— sas alachiai Lane’s Standard. .... * 3 50 
og a Se $1 00 — 14” No. 4 . Der gross, . Lane’s New Model... ‘* 3 10 
eee eee ee ron ii} “ee i. ity . 
NNR Rai 1 0s GUN WADS. maga penal 408107 
| Nee Nababacunns 115 Sue dnomnitiind caer Pcs 
Ii iaceschibnaiuausioads 12s| FASTENERS, STORM SASH. reer rneenesnapnonicd = 
P vitniatew ends bukeseecoban 2 20 Shroeder’s HASPS. 
boeeseaeeed per doz. $1 5U 
Wiancepnesisedensbiendee ve 3 75 SN “ 3 00 GUNS. Hinge, Wrought..... Add 50% to list. 
Ss 6 veadiennenckaenasaee es 6 00 Iver Johnson Champion Single With Staples—See Staples. 
Barrel Shot Guns...... Net Prices 
DIES AND STOCKS. — PILES AND RASPS. Sethiand timate. © loon... om, 
I. ocr enmadieaeeseudke New Lisi ie ee Cast Claw....... per doz. $1 50@1 8&5 
DIGGERS. PD susecececun List plus 25% HAPTS, AWL. Cast Shingling... “ 1 50@1 8 
Post Hole. SRST ERS © wet, Brad. Germantown. ...-2.--eeessecees 74% 
ee rdoz. $14 5 | 1; ‘ Common..... seeees- per doz. $0 35 HAY KNIVES. 
Iwan's Split Handle (Eureka) Nicholsos'e— See Knives. “a 
4-ft. Handle..... per doz.. 15 00 | Americam...........eeeeveee- 60% | Pes. : 
. 7-ft. a ae “Ai tes ™ CS ee eee eee $0-10-74%| Patent, plaintop.....  *° 80 HAY RACK BRACKETS 
Laante Hert Atlas). 15 30) Black Diemond............. s0n9%| Patent, leather top... 90 Wenzleman's No.1 per dor. sets, $18 00 
See also Augers—Post Hole. Eagle eoccccececesececeee 50-10-74% Sewing. Wenzleman’'s No. 2 “ “ 19 20 
Dividers, Wing ak ia Toe. 25% Great Westerm........... 50-10-74% Common....... eeeee sd 24 HINGES 
Kearney & Foot.........50-10-74%| Patent.......secees- wad 55| Blind. ; 
DOOR CHECKS—See Checks. Pia nvcncenaxeon 50-10-74% Clark's Gravity 
Nicholson brand ...........50&74% Ae per dos. sets, $2 25 
DOORS, SCREEN. J. Barton Smith...........508&24% HAMMERS, HANDLED. OS ee eee = ~ oF 
in. 4-panel, painted.. ..Net Prices X-F Swiss Pattern......... Net list. ,net™ ‘Gate. 
-in. 4-panel, painted...... ” ; Blacksmiths, Hand, No. 0, 06 2 “311 Be 7 ae s 2 3 
iin, Sane Sakura pie, e Simonds’.........++++++++++-++-50%| Engineers’, No. 1,26 02.....-.. 11 11| Hgs&Ltch,doz. $5 50 700 975 
shal Disston’s.........+++++++++-50&10%| parriers’, Nog 6,7 OZ.......--- 7 23 Hinges only “ 475 550 80 
DOOR HANGERS—See Hangers. | Heller’s........-+-++0+000:: 60&10%| yrachinists’, No. 1,7 0z........ 6 65| Latches only. 190 190 
. FORKS. Nail, 
DRILLS. Barley, Vanadium, No. 41}, 16 oz., coo gross $10 0 
Blacksmiths’ Twist. (New List)... .40% | ,, Steel, new lis. ......... New Prices} Per d0Z. «+. ++++e+eeeeeees en Ee 7 00 
Hay. , a B.,No. 114, 16 oz. per doz. SAE See asereseeceseees 
Breast. ee ‘i | weaned New prices Garden City, No. 111}, 16 Sori 
Millers Falls No. 12... ..Bach, $46 00 3- a casera ee prices oz., per doz...... eccecece 11 90 — Add 124% to list 
. . .: 26 00 ~ Ltteeeeee Seereees New prices Tinner’s Riveting, No. 1, 8 oz., Columbia Dbl. “Acting. . 4081085 % 
Dhgging.. 2... ccccccosees New prices Ns ccniins:sealkeindeuis WO Tac vcnikedcsaeneensotgs 25 % 
Hand. CK 6tvbewnnnenemne New prices} Shoe, Steel, No. 1,13 0z. per doz. 10 00 Ideal Detachable. -pergro. $1 K- ) 
ARR aE Y, 
Goodell's Automatic. Header. = ow Eiea......- “per gro. $7 20 
Nos. 01 03 ere sara New prices | *°: ; Oxford... ....+++e++e00+: soceees o 
Per doz. 12 00 14 40 vi creeaia needa New prices} Magnetic. 
Goodell’s Single Gear, per doz. 15 75 | aganure Per d0Z...+eeeeeseeeee. oe $5 63) Wrought Iron. 
Goodell-Pratt No. 44 per doz. ban ; New Lists...-....+-++-0-++*geegy 
list, less......-. seme -) een, smedpenneee ae gene seiaiietine. dimen Light Strap Hinges... ....-. ithe 
. >) . ° Heavy Strap Hinges.....-. 3 
Gepdel,PrattNe379perdoe. | PREEZERS—ICE CREAM. Harlin ae 
> Sete White Mountain 1-quart.... Heavy Hammers and Sledges. Heavy T Hinges...... List plus 4: 
eciprocating. “ rn. eee Fk ~<a 50%| Extra Heavy P Hinges... 15 
Goodell’s.......... perdoz 2600} “ = 3 <a °'3 | S$ lbs. and over............ 50&10% 
a, eee . * 82 | stasons’. Screw Hosh ond Strep. 775 
_, Saget Dae 2" EF & 1 Single and Double F 6 to 12in....... per 100 ths. $7 7 
DRIVERS, SCREW. __ ee 4.“ Ii@ &@] Single and Double Face........ 50%! 14 to 20 in 7. * 979 
7 eeekugenns a Laws aa “ “ 7 25 
in dignakiien tame ew ais Nets 22 to 36 in....+++ : ’ 
Lock Ferrule........+--.++++ - GAUGES. Auger. BANGLES. 
Champion.........-..+++++++ “ |Cream Pail. Common Assorted... .per doz. $0 75 Screw Hook and Eye. —" 
Champion Pattern............ = Fairmount.......... per doz. $3 75| Pratt's Adjustable, Nos. 1 & 2, i a ity ta saute mae 3 50 
Clark's Interchangeable........ ** |Marking, Mortise, etc.......0000+ Ms cn cnécaneeuadece 6 00 BMecsorccscecs ie 8 : 00 
Edison... .....-.0+eeeeeeeeees ” sc ccccccccccsececcccccccces ets! Ives’ Adjustable..... perset, 1 35 Piesanes oF 
Reed's Lightning.............. 7 Wire. TOA, 0 66-0008406060000eeneeesse 30% 
Goodell’s Spiral..............: Oe MK, ..cocosecsnncanicte 25% HOES. 
Yankee Ratchet.............. e Chisel, Net 
oe itd.......:. uM GIMLETS. é . Garden ....ccccccceseseseses® 
. : aa : Hickory, Tanged, Firmer, Assorted, 
EPL OL OE - -35@40% 55c; Larne, 85c d Grub. 
5Sc; Large, 85c per doz. New prices 
EAVES, TROUGH. GLUE. Hickory, Socket Firmer, Assorted, | RWG +++**"**92° doz. New prices 
Bulk. 70c; Large size, 80c per doz. Hazel. heseonses per 02. : 
55-74% off Standard List. B Amber......... per lb. 35c|©0# Pick...... oo ecceeceeceeees 40% Ladies’ and Boys'....--. ones prices 
A White. ». ies eae & . * 40 ee 40% Mortar. .....-++see+ss a prices 
ELBOWS—Stove Pipe. ee aa . ™  32¢| File, assorted, 30c; Large, 35c per doz a S Eye...seeeeees — - 
1-piece Corrugated, Uniform. Ciquid. Hammer. —" 
Doz.| Army & Navy........cee0. 2 - 40% Adze Eve — 
Rae eee $185] LePage’s— a hare laa” pe to $1 00 HOOKS. 
SPER EE LOR EE Cee ere ce Ss 374% . —_ — 45c@1 00 50% 
naan ones 220] pase ee sage | Machines’... 50c@1 00] Awning. No. 60......-peF gr. 
List “C” 25 % Hay and Manure Fork........++. 25% | Belt 
Uniform, Collar Adjustable oy eon ies ta — -7085% 
Doz: GREASE, AXLE. Screw Driver. Brown S.ccceee eeceesee o “55&5% 
S-inch Coe eeerestercceeesecseses $2 40] Wood Boxes. Re S 60 PAM corecvecenecesoorrs 
6-inch ae oe her betnen bat we ee hae os 2 45 Frazer’s. Sane ae eee per gro. $13 00 Large eee escccce eee = 90 "ench. 
PNA sake eee ccedsdveeueees 2 7: Hub Liehwe w--.----..--- 7 so! Shovel and Spade........ ae | See Stops, Bench. 
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Box. 

Inch.. 5 7 10 12 
Per doz... "$2 50 275 325 385 
Bush 


Common Axe Handle, per doz.$22 00 


Chote. 
Ioch.. i&% ' = 2 


Pr 100 $7 60-8 10 9 75 11 SO 12 60 
Clothes Line. 

Japanned........ per doz.48c @1 40 

Gelvanized....... “ —75e@2 50 
Coat ond Hat. 

Common Wire. ...per gro. 1 25-1 65 
Conductor. 

Iwan's Tinned Sickle.......... List. 
Corn. 

Common, riveted, painted 

er anened per doz. Nets 

Little Giant......... ” oe 
Gate. 

See Gocds, Bright Wire. 
Grass. 

Common Nos. 1 3 5 7 


Per doz...$4 50 350 375 325 


Hammock. 
eee perdoz. 1 1C 
WER GEFOW.cccccccce = 1 00 
Lambrequin, or Drapery, per gro. . .30c 
| SSPE 50% @50& 10% 
Potatoand Momure.............. Nets 
EES 70% 
(See Goods, Bright Wire.) 
eee ere per Ib. S54c 
HOSE, GARDEN. 
Per ft 
Guaranteed 3 ply Zinch....... l6c 
4ply finch....... 18}c 
” S ply finch ....... 13}c 
COTTON COV. RUBBER HOSE. 
High Grade Apache 1 ” guar. press. 
Di ctktistadeveonwemesned 40c 
HUSKERS 
Boss. 
ee Res eh ieee B E 
IN iia iirc New Nets 
i per doz. New Nets 
IRON, PIG. 
See Metals.—First column. 
Coie IRONS. 
c Dadi inskaiwaeded per doz. $4 40 
5 ea “ 50 
TR didetécweuks . 58 
aap - 1 25 
Thelma SiNenaseuee va ” 1 25 
SS - 1 00 
Plane, 
Wood Bench....... Add 10% to list 
Sad, 
Charcoal........... per doz. $11 00 
Common, polished, per 100 ths. 7 75 
oe 70 Asbestos...... . $1 50 net 
Cano 100 tos a . 1 75 net 
Mes Potts nickel plated ._ hnwees 8 25 
ge 50 J. Enterprise, per set, Nets 
No. 50 30%. “ “ . 
No. aT o “ “ 
Tailors’ Goose. 2222.2. 
Ideal. 
: » Dousehold. . eat inate $3 50 
14 tb. Tailors’ oo H 30 
Tuyere, 
fingle Duck Nest... 
BeBe Peon 85 2 
Artes nena each 2 60 
JACKS 
is ociscnucecucedslecs 30% 
Wagon, 
Manare’s No. Sane per doz. ois 50 
eo ereese: 
Nos. 





Standard, 
| eer 1 2 
i iccn aba ehinee 90 60 1 00 
ig Li 40 
OO) SPT re 
i cccensdedetcsncsesseteons 108 
KETTLES 
sc dseenmennnesnaeie denn 15% 
nas tataasainseneoRtat 40&5% 
Cc Piissddesensesunnewd per Ib. 23 
ERS IER RE ere: 40& 10% 
cans cdocenseedeeseekoes 000 
KNIVES. 
Beet Topping. 


Clyde, 9-in. Scimiter Blade, dz. $3 85 
~ PEPE OL LTT = 


Bute 
Beechwood Hengies, ¢, blade. st 06 
. ge 86S 
Cooper's Hoop. ....- ee eeeeecees 15% 
Corn. 
Clipper. <peeneenen’ per doz $i 7s 
Ts ceacekee 3 00 
Woodford........... - 2 25 
Drawing. 
rr List&5 
Adjustable Diksha a ab a ea 
Barton's Carpenters’.........- 15% 
Hay. 
Iwan’ s Solid Socket. . . doz. ne 3 = 
PS PRLLTERE TOTO 
Iwan’s, Sickle Edge. .... “x ia oo 
Iwan's, Impv'd Serrated. “ 18 00 
Hedge. 
Challenge. ......cce- per doz. $6 00 
eee - 75 
Mincing. 
Common, Single. .... 7 60 
Common, a 90 
Streeter, 4-blade..... 1 30 
Streeter, 6-blade..... wh 2 00 
Putty. - 
Common...... r doz. $0 75@1 
Lenders. caNeael i. 1 362 50 
Scraping. 
Beech Handle........ 90@1 10 
Cee... aeee ehanceeie 5 50@6 50 
KNOBS 
Doors. 
eee per doz. $1 80 
DS ce ademas “se 1 90 
DGkavcsesatasneas - 2 00 
LADDERS. 
Common Long. 
ET dace ap adeleia iateie 17c@ 23c | * 
Extension. 
OS ee 
Slep. 
a 23c 
Common, per Sheif, add 1@c. 
Di orate cua hwaaisn has can boas. 
Challenge, 6 to 9 ft............. 55c 
Ps) ee ecududdoaie wie 60c 
LANTERNS. 


Bull's Eye Police. 
3 in. Plash Light...per doz. $13 00 


LEADERS, CATTLE. 


Rs le cate k inp de Rik ei oe 5 52 
ae ee $1 35 145 
LEATHER, LACE. 

NS PEPER re 100 ft. $2 60 

Aiea: Sia sas - “t@ 
LEATHERS, PUMP. 
Valve and Plunger.............. 10% 
LIFTERS. 
Stove Cover. 
Coppered...... per gro. $3 25@5 50 
SP 8 00 
“ee ” 10 00 
Transom. 
OS EP Ce re 55% 
LINES. 
Chalk. 
Twisted in oe. beaten. 
Nos. 4 8 9 
a ® Prices ¢ on Application 
Twisted in 50-ft. oom 
Ree 3 4 
Per doz... "Prices on Application 


Braided in 20-ft. = 


ae 2 3 


i a Prices on Application 
Mason’s...... 

00 | Clothes 
Sh WE. ose -seeed per doz. $0 95 
8 * eee pe . 


50-ft. Cotton 
50-ft. Braided Cotton 


25 


LINING, STOVE. 


Pe ctcctesceseccsce per crate, 42c 
LOCKS 
Barn Door. 

No. 60 Stearns....... per doz. $10 00 
A a herr 7 17 50 
MACHINES. 

Riveting. 
Stearns No. 1....... per doz. $12 00 
Tenoning. 


No. 50 Peace’s Spoke...each $11 50 


MAIL BOXES. 
see Boxes. 
MALLETS. 
Carpenters’. 
Fibre Head, No. 2,perdoz. $16 50 
- No.3 “™ 19 50 
- No. 4 val 28 50 
Round Hickory..... * $3 00- 5 00 
“  Lignumvite.. “ 6 25-10 50 
Square Hickory... .. * 3 50-5 50 
“ Lignumvite.. “ 8 00-12 00 
Tinners’. 
Ss 6 esencetees = 2 25 
MATS. 
Door. 
National Rigid......... a 
Acme Steel Flexible. .......... 
itove. 
ao ictecsieueane per gro Nets 


No 1 Asbestos Toasters, or 





wire-covered Stove Mats, 
with handle....... perdoz. 1 It 
No. 2 Asbestos Toasters, with 
Gtséeassveunee per doz .. 6t 
MATTOCKS. 
DI + cnekndabeskawened new ws 25% 
MAULS. 
ron, lbs. 10 13 16 18 
Per dos....... Prices on .: ey 
Nood Face, | 10 14 
Per doz....... Priees on Applic ation 
Vood Choppers’. 

Lake Super’r & Oregon Pat. 49&59% 
MEASURES. 
Cs. sabcdsncse wes Nets 
SO MD on cttcsaveasades Nets 
MILLS, COFFEE. 
i o.  cevcaseeheuase 164% 
DT ceiavcdses seed akuawen 50&5% 
Cttendsddsdend wee deeae 40-10% 
MITRE BOXES. 

See Boxes. 
MOPS 
Cotton. Star (Cut Ends). 

Pounds 12’ 15’ 18’ 24-3 02. 
Per doz. $4 50 565 675 900 
MOWERS, LAWN. 

Gladiator—B. b. 
0 16 18 20 
tite ctkeind $6 50 725 8 00 
King Universal—B. B. 

Pi cs6ecKewea $5 25 575 600 
he dneden 14 16 18 
Big Giant......... $350 390 4 25 

NAILS. 

SS” ee Prices on Applicatior 
Ga BB. cccees ~~ 2 eo 
Wire. 

Small Lots. . .. Prices on Applicatio: 
Cement Coated. 

Small Lots. ...Prices on Applicatio: 
Horseshoe. 

rhc teckescevacadca S5&5% 

G6ecesdeviwsesdcneces 1S% 

DG caeindaRndnwenene 55&5% 

Putnam . -20&5Y, 

Ml cibsceseesbawkenscones W&SY, 
Picture. 

I eva abeisa han idan 25% 
BOGE. 6002 ccccccccescccces SM 
Ps coseeneeeens List plus 15% 


NAIL PULLERS. 





See Pullers. 
NAIL SETS. 
See Sets 
NETTING, POULTRY. 
Galvanized before weaving.,...... 50% 
Galvanized after weaving.........45% 
NIPPERS. 
End Cutting. 
Stubb's Pattern, Inches. 5 6 
kc ctgenen aes $465 675 
End and Diagonal Cutting. 
Swedish Side. Inches.. 5 6 
Pee Gino on ntecsecned $450 575 
Hoof. 
DUC vacetsesesanssvend 40&10% 
DC io ce ek ecannesensra S5&5% 
NOZZLES. 
Hose. 
Rua iucnsn wee per doz. $9 50 
Pere ” $75 
NUTS, HOT PRESSED. 
Square Tapped. 
$1.85 off per 100 Ibs. 
Hexagon Tapped. 
$1.85 off per 100 tbs. 
OILERS 
Chase Pattern. 
Brass and Copper...........-. 10% 
BeRcccoccccoccececececeesss ONTe 
Engineers’. 
ae per doz. $7 00@ 9 00 
Machine. 
CEMMMOE 0. ccccccees per doz. $0 85 
OPENERS. 
Box. 
. Box Chisels 
Can. 
Delmonico.......... per doz. $1 30 
Never Slip. ......... 65 
Crate. 
2) are ree ** 7 25-11 00 





Combination. ......... per doz.$16 06 
a. ” 8 50 
aia ile nieces ” 14 50 
PAILS. 
Cream, 
14-qt., without gauge,per doz. $9 50 
18-qt., ms “fePer s 11 00 
20-qt.,  * e o 11 75 
Sap. 
10-qt., IC Tin....... per doz. $4 0n 
2 7,  ybeedas - 5 50 
Stock 
Galv'd. qts. 18 20 
Per doz.. "9975 10 ‘s 1275 1450 
Water. 
Galvanized, qts.. 10 12 14 
Per Gv ccvswed $5 75 650 7 25 
Wood. 
Cable, 2-Hoop........ per doz. Nets 
Cable, 3-Hoop........ ye Nets 
Cedar, 3- Hoop,brass.. “ Nets 
PANS. 
Di inctcshpeddatdateseseecs Net 
Fry. 
SR wkccnpaeneseuseawa Nets 
Bisddosnecceccecsceesseses - 
Roasting 
Paxton, 

Nos i 2 3 4 
Dt het enktittneeesbaenas Nets 
PO s6006056006060800 “a 
Savory No. 200..... per doz. £8 40 

PAPER 

Building 

a per 100lbs. 2A; 

, | SRR ns ges 

Tarred Felt...... - &§as 

Red Rosin, per ton..... ..$75 oc 
Sand and Emery. 

No. 1, per ream, best grade.... $5 40 

No. 1, perream, cheaper grade. 4 85 
Wrapping. 

BERGE. ccccccce «+++100 Ibs. Nets 
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PARERS Tinners’. PUNCHES. SAWS. 
Apple. SN ddccnchesecesuheed Net list | Conductors. x b 2 &Co. 
Pbtckcbnedereeeetews each, 10c| __No. 22........+++++- doz. 00 tkins Prices on appli 
Soodeiie. oe 7 oe ro ee a tb. = 25| Disston’s....--+-+ Tices on apples 
. Buck. ° 
Tete Nee nae PLUMBS AND LEVELS Seddlers’. Disston’s.....-.+- Prices on applic'n 
- * Nets Common...... per doz. 1 50 to 5 00 oe epee oaeee o.-- New nets 
otalo. Pi cvngnichesGdne: >sawed r Butchers’. 
. a aero” 40%, | Revolving Spring. C. Atkingge Ce, Prices o ’ 
Goodsell’s Sara 10 . 6 50 =i “4 n applic’ 
Goodsell’ Lf weer a Of ja.. ds dz. 5 50 Davis’ Iron eo ccceeocnccccesceces 25% Stearns, on > shoe _— dos. ee = Ci war sinless on applicin 
PICKS. Davis’ Inclinometer............. 15% “ No. 60..... " 16 00 a C. Atkins & Co. Prices on applic’n 
ann: 249% een See POTTY. ii nsccccccorcacesere MADD 
Drifting and Poli Picks... 2:2... 2249,| Stearns’ No. 1........ per doz. $ 8.00| Strictly pure..... 100 Compass. . 
DED ccoccccsoonse 2G 7 on... “ 0 00 . Der 100 Ihe. $4 25) "0"C: Atkins & Co. Prices on applic’n 
seeeee > ce alga 0 POKERS, STOVE. — ' RAIL. a, seeereee on applic’n 
ERS. Wr't Stee!, str’tor bent per doz. $0 75| Matchless, I-in................ Sc| E.C. Atkins & Co. Prices on applic'n 
Carpenters’, = steel. Nickel Plated, coil han!’s “ 110 sateen, SR: + 7c Disston’ Pereeveees rices on applic’n 
oe > “a ’ I ad dcackvadecinesas Se Cm 4 sins Co. cementite 
wn Sis $3" sence atte: POLISH go tone Prices on applic'n 
_—__cccchcgnetaReROe Bronzed wrought iron. . .per ft. 84c >i siieteniaaiia 
Metal. Bccccccce es on applic’ 
PINS. Wizard, 6 oz ss $18 00 | Gar = Piserin 
Clothes. ea per gro rn aon — Sen Pes dc. z. C “Atkins & Co. i meg on applic’n 
Gumecs....00r tend Sen $908 - - saeees . «ae Steel Bow, letnch Bb... $8 5 oe seeveene rices on applic’n 
Picket jot, os _— ron, 12-in. ** 4 75| Disston’s......... Prices on applic’n 
Fluted, 15-in........ per doz. $1 10 “ as aati “ “ bs “ a 5 00] Hand ond Rip. 
Fluted, 21-in. ....... $3 ee per pandee » a’ meee Hay. i Ati & Co. prices on sopkic'e 
iM  U!lUlCO ft ese ° rices on f 
piral 1 90 re, BO TOE cn ccseccaess $4 00 Disston’s Nos. 8, D8, 12, 76, ie 
PIPE. Lawn. D100, and 120. . Prices on applic’n 
Conductor. Stove. Per gross} 20 Teeth dos. $5 50 BI 6:0:40060600006 ew nets 
Plain Round and Round Corrugated Black Bagin Paste 5 oz at) wali ee -—heggae Raghete 
29 Gauge.........+..- 65% oe a RASPS—See Files. C. Atkins & Co. Prices on applic'n 
BO Tee sxbtrnsnnereesseseyee + <anaien 7 RAZORS—SAFETY. a be eescous Prices on applic’n 
BR Bpergacetyentpeagee G, — *  Iib...... - 31 20) Gi iter Bo 
Se. © sapaevebahmiddnenss 30%, “ * “ 5 Ibs. per ees’ s<+<+<+ ee 00| E- C. Atkins & Co. Prices on applic’n 
eS Corrugated A and B an 5 ieaeeionewe 5 25 ov (3 aoa isi a = 8 40 — ae er wetess on spgi'a 
em oz. lots)...... . 8 00 
29 Gauge. ....2.2.e eee eo0 0% Black Basle Liquid. 602 sf Ever Ready... ........ a 8 40 Bist ms No. 7. Prices on apple 
454 GTOBE oo cece e eevee e..... 15 60| Ever Ready (3 doz. lots) “* 8 00 P a 0. 7 ...Prices on applic 
Meee e ee eeeeeeseeeees , : ve ‘atternmakers’. 
26 Mo tteeteeeeeeeneees BSF —_ pany gn 6 00 RAZOR STROCPS. E. C. Atkins & Co. ‘Prices on applic’n 
Cee vA ac . oning t see eeeee 
Galvanized Toncan Metal, Genuin ONE ic ccmcaxnv gos a sm -- 15 60 oe acing 50% ——" eeaneninasen 
coal iron and Keystone CB. | Black Jack Paste #10 per gross 13 20 eae REGISTERS ™ ees" °" -Prices on applic’ 
* FPP Te eee ere T Te r 7 
Plain Round and Round Corrugated Steel and Semi-Steel............ 20%| E.C. Atkins & Co.Prices on applic'n 
9B GONG. .0020000cccccccese SM FIRE POTS. ans Sheep of Srsane Siete pets Disston’s......... Prices on applic’ 
nO PLL RRE SG. , , on 7 BCATIOM . occ ccccccccccce 
Oe eee er 184 Clayton & Lambert's, each $4 00@6 00] Base ei x SE EREDAR ANE 20%| E. C. Atkins & Co.Prices on applic’n 
Saunse Conmanied A cnt B Pelvan NG. 83 5s pccducebnd each, 6 25 Adjustable Ceiling Ventilators ...20%| Disston’s......... Prices on applic’n 
and Octagon. BR ccsenanecvanes each, $6 75@8 SO REGISTER FACES. 
28 Gauge....-.----.0 0 sss eees 459%, . Jepanned, Bronzed and Plated. oa venues 
26 eeeeeeeeeeeereeennes 35%, POWDER. ee ea 20% SAW SETS—See Sets 
a6 and 160s. Camper, si didi 20% See Ammunition. ree 40% SAW TOOLS—See Tools. 
P. y + x 
ar PRESSES, ¥RUIT AND JELLY. REVOLVERS. aaW SRADES. 
rere . Baterprise Manufacturing Co 25% iver gohnson Satety Automatic Common, plain...... per doz. $1 50 
sages ieatied | —~ —pbbbanenannnnt wonjicts} Commenpeinted.... “ 21 
: > héndedah seawensaseeene 4 PRIMERS. I. J. Model 1900. ... 22.2... ” 
i iavvestiartonsn icici See Amunition. RINGS AND RINGERS SCALES 
Discounts on Round apply on sizes 2 Bull. Counter. 
inch to6 inch inclusive. Cc Me cacecteeneceses 2$-in 3-in Rs ccanedunnnesdes4 40&10% 
Freight allowed on 15 dozen or more emeeayen Rea's linproved “eel? © 
than ozen F.O. B. Factory | Bisston’s Pole. ....... a 
Taras: 30 Gage act, 2% ton Gaye. | @laser’o Sanoes eee! ae te ease 
ater’s Improved..... : A iP hinccesswn 150 1 80 
Staptesd Gomme Contactar Sige, Hog ee 
plain or corruga ae 
ees RIS. 6 .c0068 per doz. $ 75 SCOOPS. 
Mot Megted.. 0. ccsccccceces ad oe » | Cork PULLERS. | eel s Ringers....... . 1 * Grain. 

PNGSerscdccornets - . wn's Rings....... o hd 0 
si ies, veseeeeestach, $3 10] Brown's Ringers: °°: . eae oe 
at ag BB Sapnpngnnngaes 2 240] Bae Rieom........ . oe 

29-Gauge, 3-inch............ $16 00} Quick end Beay cmianact su 2 70 Maj ~ Rigg “ . 
Bee Evesccessces 16 50 : a odhy SS . > SCRAPERS. 
a. Serererere 17 25 |Nail, eng.  —_—— : 95 
© fae 277°25 Bae] Gans...... aa a. SCR Se Re ...ee eh 
T-Joint Made-up. Never-Slip......... . & 1700) ""yh Je. - Road. 
Gs ccvscccsecsen ae ees oe Cubic ft. 7 5 3 
Furnace Pipe. PULLEYS. Soli, pound. ...6000% per doz. $0 17 WUh sunmem, €0. 2.87 a 6 
Double Wall Pipe and Fittings 20% |Awning—Jap'd.......00ceee0e4 fa coms.......... “ 40 _— 
le Wall Pipe Round Pipe 20% J Dp -10% all, TOUNG....--eeee os 40 SCREEN R HINGES. 
ttings...... aakaal ccccces SOG I LMM. -orcrcccvcrcccreee OH] A PF sss 15% to list| Castivon......-----. gross, $13 00 
Galvan'd and Black Iron Pipe... Hay Fork. Coppered ibaa et © 130% | Steel. .....eseeees = 
Iron Wheel, 5-in.....per doz. 2 50] s/ame.......... ......per te. $0 17 SCREWS 
PLANES. Wood Wheel,6-in.... ‘* 265 is 
. i Slotted Clinch...... per doz. 60c@1 10) Bench. 
tanley Iron Bench.......... «++--met| Wood Wheel, 6-in., pass knot, Tubular. Iron, ins. 1 1 mn shy 
PLATES. TIN | ocT"T"** eececccees perdoz. 3 00 Nos 1 and 2 assorted sizes, s0 ase} ¢ W2%4, oe 8 Ramee -. be 
Tl DOK. . wwe cccccccseces ° 
See Metals in Column 1. Sash. Nos. 1 and 2 assorted ‘i 10 Hand—Wood.....--++----++-"-994 
PLIERS. ee «++. Net im Bam. ......- 2. ++ oeee i nn ccnnpacesoncigssosie 
Giant, Bution’s—Nets Common Gene, ee RIVET SETS. Lag or Coach—all sizes, gimlet 
. See _— aenealeaearggenegeee 45-S% 
Empire Pattern, 2-in..... er = 
Cutting. RE avtiseciabet Net | Cotton. wane 
Bernard’s......... en cees GI oc nccceeecesesecescessede , 5-16 in. Com. on reels, perlb. . . .85¢ Saw—Centennial, .. ae 
iicccccesesanenl New Prices , 5-16 in. Com. in coils. ee inet te S5c 78 (90 
Pivcccscceensceas New Prices Sisal Per dos........ atlieeadiicus 
. : PUMPS. Ist Quatity. eke 19}c| Wood. 
encing. Pitcher Spout. SEPP rrr TrerTr re 17ic| FP. H. Bright.......---- 70-10-1 
Black Bull............... All Nets] Nos...... 2 @ $ @ | Pure Monila. R. H. Blued....---.---- os 
Farmers’ i aah N Ist Quality, base .perlb. 284c] F.H. Jap’d.......-----*: 62S 
pe eaaeaagliliaittiolie All Nets Each eeeee PITT TTT TT TTTiTT Hardware Grade.... -per Ib. 274c P. H. Brass ....---++++: et 
Spray. — RH Nickel Pisted.... a 
Flat end Round Nose Zs . Prices on application ha ean «sch 
Dernerd’s........... —son Midget Junior....... per doz. 3 75 Lathe, S Piduty ae os SCYTHES 
eR RH. New Prices| New Misty......... % 6 O0|Lutkin's Boswood. 221.0001.“ | Clipper, Grass.......- per doz. 513 $f 
Pincntcscceeuan New Prices' Crescent. -..-. .-.. @ 6 5S0\ Lufkin’s Zigzag ............, - Honest Dutchman - 5 
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Melt. SETS. site SQUARES. TAPES, MEASURING. a WARE, 
Square head........ per doz. $1 25 Steel and Iron.......... Nets new list; , we Pots, 
: Ad f I as a a %e . 
up point, knurled..  “ 1 15| ane” for ‘bling, $3 00 per doz.,.net)| Luflin’s Steel... Prices on apples | Tinmed....++++. --Add 15% to list 
Rivet srrerereen oT) Natal Lufkin's Metallic. .-Prices on applicin} Baameled...++.++++++++4++4 4.30% 
aa ry and Bevel... Lufkin'’s Pocket..... Prices on applic’n 
armers’........... perdoz. $2 10 Try r+) “ladda cet WASH BOAKDS—See Board 
ere Nr eee ere 25 happen oe ey » 
: 7 es 32 Es WASHERS 
ee he ee Sore ee ert re aes ‘a " " > 
Aiken's Pattern...... per doz. $6 50 Tin Case...... oe. ‘--: $ 1 25| Standard O. G. cast iron. 
Disston’s Monarch... “ 7 20 SQUEEZERS, LEMON. wees wack : ‘sy, “ 008 12 3s Wrought steel in 5-tb. eating ea 
Disston’s X-Cut..... “ 13 50|/Common Wood... ..; -per.doz. $0 7¢ In3/16 25/16 @ $ # 28 é 1 
leach’ “ e ined, a > ° 
ual Hand ‘eet “ 3 Po ga Sa... °* 1 20 Bele. wie sealant 0pci sete netadiaae 
haseegae ron frame, , “ 
ort a * ; len yoke J = I 90 Single Loop. carload lots... . .75&7% WEDGES. . 
. Little Gi “yy a ess than car lots 70&15%, A 
Stillman 's Lever..... “ 1 30 icon - ~ tind iron.. . 400 Cow—See “Chains.” Reeseee ee eeereeesces per doz. Nets 
Stillman’s X-Cut..... * 2 50|Drum nickel plated..2. 8.50 — PAC MDE — & 
Whiting Pattern, No. 21 os 5 75 we TOOLS, S$ OW. cccseece eserves eee = By 
Eccentric Anvil, Hand, No, STAPLES. sia ate _ 
395, N. P. Morrill Pattern, ——= Disston’s Universal....... ee 40% Col, WEANERS, 
‘vakwagiienedaane per doz. 11 50 ssecccccsc one ee SIEM aller’ 
Butter Tub...... sia “  16@19¢ TRAPS wiaiare, ger Ges... .58 C8 t088 90 
mnt . Tyler's Safety, per doz. 1 85 to 2 40 
SHARPENERS, SKATE. Polished......... per 100 tbs. $5 45 | O4me with Chains. ete) See Soe oe 
Eells per doz. $1 60 Galvanized....... “ 6 15 Yeates 3 No. —_ errr re eeccee $2 Ol Hoosier, per doz. .... 3 50to 460 
it ete Poon Oneida Jump Noi. <2012°...°2 78] Shaw Perfected...... 3 00t0 3 75 
Galvanized....... perl00%s. 650; ©. , 
SHEARS. aaa Wrowsht. - "on Os Rat. Net per gross _— WEIGHTS. 
at ated, Seecshe, €°... 51290] “Ete ee SP ft Reese: _—a«_ 
eee eee a as| Staples, and” Hookg a Be » Geena ont 
is a : a 16 30] B Staples CR PR pene. a 1 Pocket Gopher......... 20 00 a DEF LON. -e ee eeeeee. $60 00 
Japanned, Straight 6” aes esse hinonipamaia m3 | Hold Past Mouse. .......... 3s; scsiummmenaat: _— 
a pa >” STEEL é Victor Rat......-..+.s.0c0. 
= 3° - ro YARD. FP eS eee i 00 WHEEL BARROWS. 
SOD Discount 25%. NIE. i. tecnavesasane 13 50] No. 4 Tubular Steel......... @ $7 25 
inner s'—See Snips. “eau Wood Choker Mouse, 4 Holes 11 00}Common Tray or Stave Tray @ 275 
° A 
eeine eens been. A = ene ngle leg, garden.......... @ 475 
een, Eintesen hile antaal per Ib New Nets Brick. WHEELS. 
Inches.... . : : « ee Ser EO cs ciccvewecsvecesets 30 boru: , 
ae oo Phi Mls cccescecss ‘ Brade's -cnastahgibatacataaae ‘sas — MIUM eee eeeeees coeces po 
z ‘mery. SL « c.te ah nbaesaae ein EE ae ee eR eRUS SSSR SS SORE ER ASSESS 
Hatfield's. a por dos. New Nets |, SE RE ee siete ee Ne Well. Ins.......+++ 8 10 12 
Per set....$1 80 210 2 75 25 ye " Plasterers’. Per Gehissccscsed $5 50 725 8 50 
Rete Arkansas Hard No.?perdos. New Nets Clover Leaf. .....+2.000eeees 40% 12 in. heavy hoisting, per doz. $25 00 
_ ‘ DNn<csé ssbbevenaneeens ‘ 
S—See Ammunition. Washita No. 717...“ e wa. Bn WIRE. 
: ass. 
SHELLERS, CORN. o0—Camennie’. In coils 
Caien eee. ¢ rence, ae emf ew ecncsccvovennscoscs Nets 
. per doz. $6 75 Arkansas Soft... eecce > _, Sd 6c kei oe each, $3 75 En Sb. egeels, BBW EM. 200000. ate 
SHIELDS. aa cence = = Warehouse or store. i ' Broom—Tinned......+s0++0+000% Nets 
Seieaten Bel) Chieti. ........ 60% aaa a “ No I, €aCh..-. seer eeeee ees $24 4 Cable—Same price as Barbed Wire. 
SHOES. > 
Conductor . . : scythe. ; Copper. 
vubiaaaineease viii ---60% iat iene N TUBS, WASH, In coils 
OS At RR ack Dia per gro. op Slate oa crate . - aa " : jeubieonsee ese 
eae “ Sf eee Jets 
SHOVELS AND SPADES. “ m — me. 
Ss Green Mountain. ¥ Nos...... 3 2 1 large | “ence Smooth. An’eal’d Galv'd 
No. 2.0 2,Woodford..... per doz. $5 50 ane. : Per doz. .$9 50 11 25 1275 15 50| No: © to % less than 
panenbase dees ‘ xtra Quinnebog. - o car, per 100 tbs 
ier, oo er Discount, 124%] Red End........ “ “ ‘alvanised Hei ae )ibs....$4 25 $4 95 
Der Gen. ; apne ' 2 t7—New List... .ccsccseess 40&10% 
Neverbreak, ee ai ~~ en i") nee : 
ollow bek, blk ge STOPS. BENCH. Per doz......... 13 75 15 95 18 60 | Market. Market Quotations 
~——y “ ., Coe Bright, full bdles ’ 
Mohawk... « “ “ No. 10 Morrill pattern, per doz. or 00 TWINE eee sar eter ela aaa ‘ 
Pm eo is Ditching pes “tt 8 75 Market rig, t, broken bdles........ 
Iwan's Perfection....... .. ...$30 00] No. 15 Smith “ eo 6 50 Quotation Coppered, full bdles........ em 
» ele. \-ply Cotton Wr Coppered, broken bdles. es 
Black Diamond per doz. Net ” «silat as 
Cresc ah apt oo o i Ce cur ee ee Tinned, full bdles. —— eo a 
— faa ; : : ‘ : . nid ee Com sabenieieaae — $1 10 t Extra Wrapping...... Tinned, broken bdles....... m 
eae oye . . - MOR ccccsccceescs —“— oz. \ * Hyvy. Wrapping. . Picture—In coils..... . .80%@80&10% 
es’, new list... . I em, flat, No. 3........ 1 00) 5 “ Wrapping on tubes. . . In 5-tb. spools.......per tb..... 26c 
ee Discount, 124% | Gem, No. 1 - 110 “ 
Tiras, “apa Pi tcarsnnnat 5 . cones... WRENCHES. 
A. - “ oe o 
dle, seaeatieonenlt —_,, 45 ; Coes Steel Hz i 
geal ‘3 STOVE PIPE—See pipe. India Hemp, 4-Ib. balls, No. 18. oes Steel Handle, 6 inch. 30% 
Alaska Steel = 2-ply Jute, I-Ib. balls......... : - 30% 
paaedie.. eaaanl per doz. $3 50] STOVE BOARDS—See Boards. | ¢, in, neat 10 30% 
ecevccee ‘ nates arket 12 30% 
Com Iron, SINKS STOVE POLISH—See Pclish. aegis es Ce me 
inted, 16x24........ DS eat! “ can 
Enameled, White, 16x24. .... + STRAPS. Merb .. 0.  neeseeseeeeees “10 30% 
Kaa. “ Staging, 3-Ib. ball, size 21...... “ " 12 30° 
Painted, 16x24...........000- we | Shale... 02-2 +0008 per doz. 85c & 1 20 5 ak eee ** | Coes All Patterns. 30% 
SLEDGES—See Hammers. eM Desens «| Bemis & Call's: ' 
SNAPS, HARNESS. — STRETCHERS. => ball...........44. “ | Adjustable S, 10%; Adjustable S 
Spri . 3-ply, “B”’ in hanks........... = 7 - Pes 
Judd’s Pattern’... Add 334% t 130%) Bullard’s..........-. per doz. $390) 4." “BY “ ........, « | Pipe. 10%; Briggs’ Pattern, 25% 
SNATHS. P Excelsior..........+. “ $25) 3. “an a” Combination Bright. 10% 
Malleable Iron....... * 70 _« ¢ ie Sees o Steel Handle Nut............ .25% 
Pant Ring, m.. “per doz. $9 3 Derfection........ss« “ 6 30 m ’ Silver Finish, in hanks... Combination Black...  -25& 5% 
Loop. B ush. ... come pe gE os 4 50 ‘odder or Lath. Merrick Pattern............25&5% 
SNIPS, eneunne’. 8 73 Wire. PE sh ddatecdereeddets Knife Handle Pattern. 
Nata eccceccecevescees t08 10% o > ree ~n .per doz. Nets VISES. a 62 e re . he rench., List, plus SY, 
sd «ricbwedusassean . S. Elwood, No. » 0. 60, Steel Handle 
MOC onsenecucesesesesseees 50% |No. 21, Hand , _ 
SOLDER adetate. SWIVELS. Oval Slide. Givsardcesecbases $5 00 WRINGERS. 
Porta. S, DOOR. Inches 2 24 3h 44 | No. 790, Guarantes per dos. $67 00 
a. 2 P Malleable Iron....... --perth. $0 {| Each.$2.40 $2.60 $3.00 $3.75 $7.75 | No. 770, Bicyck 62 50 
o- 55 at at Se e. ' 2. Wrought Steel......... pergro. 4 50 Me. 1, Genuine Wentworth, No. 110, Domestic 55 50 
Reli TACKS & oiseless Saw .perdoz. 13 50] No. 110, Brighton “ 51 00 
ight Medium Heavy | *e, 2 Gomsins Wentworth. No. 740, Bicycle ‘ 12 St 
Fe og wa “Ss 3 20| Bill Posters’ 6-oz., 25 tb. boxes, - Noiseless Saw per doz, 20 001..." “99, Domesti —- 
Seeceececees perdoz. 165) perth 1Se| g i) vo. N 02, Pi " ‘ — 
pt ce seccescsscsecceseees cs less Saw per dos. 18 00) °° 44: *s0nees : 51 CO 
tearas _-¥ epee Dn ng $9 78 Upholsters’ 6-oz., 25-Ib. boxes | No. 500, All Steel Folding Saw No. 770B, Bicycle 1 00 
lai BOP Be ccc ccccsccccvccovececs Lt [4 rr per doz. 13 50| No. 78!1B Guarantee 111 00 
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ADVERTISERS’ INDEX 


’ 


ALPHABETICAL LIST 


A-B Stove Company... 


Alfee Co., Ime., La B.ncccccccsccccs 


American Sheet & Tin Plate Co 
American Steel & Wire Co 


Brier Hill Steel Co... ......6-++6++- 
Bullard & Gormley Co...........+- 
Clark & Co., Geo.M........ i 

Clark-Smith Hdw. Co............. 
Clayton & Lambert Mfg. Co. 
Cleveland & Buffalo Transit Co... 
Cleveland Castings Pattern Co 
Coes Wrench Co........eseeeeeeee 
Corbin Screw Corporation 
Cortright Metal Roofing Co 
Curfman Mfg. Co., F. L.........+.. 
Danville Stove & Mfg. Co 
Delta File Works......+...0-+++5+ 
Diener Mfg. Co., G. W..........++ 
Double Blast Mfg. Co..........++. 
Dover Wood Face Co.........++-+++ 


Dreis & Krump Mfg. Co 


Enterprise Mig. Co. of Pa 
Forest City Fdy. & Mfg.Co........ 
Friedley-Voshardt Co.........+++++ 
Gerock Bros. Mfg. Co.........+.++ ee 
Hall-Neal Furnace Co.........++++ 
Hammond Heating Co..........+. 
Harrington & King Perforating Co... 


BE Gin Bile Biv cocveccvenecscése 
Howes Co., The 8. M.........++++. 


Independent Register & Mfg. Co.... 
BePABS GIO OO... ccccccsecccsccccs 
Jack Corporation, A.W............ 
Kimball Bros. Co... ...6...6+eeeees 
Knoedler, Frederick J............. 
Lalance & Grosjean Mfg. Co........ 
LOVEE BER. OO.. co ccccccccccccccce 
Lufkin Rule Co........ceeceessees 
Malleable Steel Range Mfg. Co 
Mahoning Fdy. Co.............6++ 
PIN 2 dcndenaesssdcceneren 


Meyers Mfg. Co., Fred J 


BECO DEPRESS OO. oc cccccsccocses 
Michigan Safety Furnace Pipe Co... 
Milwaukee Corrugating Co 
Monroe Fdy, & Furnace Co 
National Stove Repair Co 
Niagara Machine & Tool Works 
Nickel Plate Stove Polish Co 


Quick Meal Stove Co.............. 
Quincy Pattern Co..........cec00 
Richards-Wileox Mfg. Co 
Rock Island Mfg. Co............... 
ge Ee ree 


Ryerson & Son, Joseph T 


Safety Interlocking Stove Pipe Co... . 
St. Louls Technical Institute 
Scheible Moncrief Heater Co 


Schwab & Sons Co., R. J 


eee ee OO OL Dn cceccecceoes 
Standard Ventilator Co............ 
Stearns Register Co......cccccccece 
Sterling Foundry Co............... 
Sullivan-Geiger Co................ 


Thomas & Armstrong Co 


Vedder Pattern Works............. 
Waterloo Register Co.............. 
oo: 


| CLASSIFIED INDEX 


Accessories—Automobile. 


Curfman Mfg. Co., F. L., 
Maryville, Mo. 


Richards-Wilcox Mfg. Co., 
Aurora, Ill. 


Asbestos Sheets. 
Jack Corporation, A. W., 
Lockport, New York 


Bail Ties. 


American Steel & Wire Co., 
Chicago, Ill. 


Bolts and Nuts. 


Corbin Screw Corporation, 
New Britain, Conn. 


Ryerson & Son, Jos. T., 
Chicago, Ill. 


Brakes—Bicycles, 


Corbin Screw Corporation, 
New Britain, Conn. 


Brakes—Cornice. 


Bertsch & Co., 
Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 

Chicago, Ill. 

Niagara Machine & Tool Wkzs., 
Buffalo, N. Y. 


Brass and Copper. 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Ceilings— Metal. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Chain—Furnace. 


Corbin Screw Corporation, 
New Britain, Conn. 


Chimney Caps. 
Sterling Fdy. Co., Sterling, Ill. 


Chimney Tops—Revolving. 
Sterling Fdy. Co., Sterling, Ill. 


Cleansers—Hand. 


Nickel Plate Stove Polish Co., 
Chicago, Ill. 


Clips—Damper. 


Waterloo Register Co., 
Waterloo, Iowa 


Cornices. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Cribs and Bins. 


Thomas & Armstrong Mfg. Co., 
London, Ohio 


Cut-Offs—Rain Water. 


Sullivan-Geiger Co., 
Indianapolis, Ind. 


Dampers—Hot Air. 


lowe Co., The 8. M., 
Boston, Mass. 


Eaves Trough. 
Berger Bros. Co., Philadelphia, Pa. 


Clark-Smith Hardware Co., 
Peoria, Ill. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Elevators. 


Kimball Bros. Co., 
Council Bluffs, Iowa 


Enamel—Iron. 


Black Silk Stove Polish Works, 
Sterling, II1.| 


Nickel Plate Stove Polish Co., 


Chicago, Ill. 
Enamelware. . 

Atlantic Stamping Co., 
Rochester, N. Y. 





y 
Lalance & Grosjean Mfg. Co., 
Chicago, Ill 





Allen Co., L. B., 


Berger Bros. C 


Danville 


Hess-Snyder Co., 


Mahoning Fdy. Co., 
Youngstown, Ohio 


Huntington, 
Peoria, Ill. 


Majestic Co., 
Meyer Furnace Co., 
Monroe Fdy. & Furnace Co., 


Schill Bros. Co., 
Schwab & Sons Co., R. J., 
Milwaukee, Wis. 
Waterloo Register Co., 
Waterloo, Iowa 
Wise Furnace Co., Akron, Ohio 


Wrought Iron Range Co., 
St. Louis, Mo. 





Fence Gates. 


American Steel & Wire Co., 
Chicago, 


Fenders. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Files. 


Delta File Works, 
Philadelphia, Pa. 


Flue Thimbies. 


Sterling Foundry Co., 
Sterling, 


Flux—Soldering. 


Freezers—Ice Cream. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Furnaces—Soldering. 


Bernz Co., Otto, 
Newark, New Jersey 
Clayton & Lambert Mfg. Co 
Detroit, Mich. 
Diener Mfg. Co., G. W., 
Chicago, IIl. 
Double Blast Mfg. Co., 
North Chicago, 
Quick Meal Stove Co.. 
St. Louis, 


Grindstones. 


Richards-Wilcox Mfg. Co., 
Aurora, 


Guards—Fire, 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Handles—Boiler. 


Hangers—Door. 


Richards-Wilcox Mfg. Co., 
Aurora, 


Heaters—School Room. 


Hainmond Heating Co., 
Cincinnati, Ohio 


Haynes-Langenberg Mfg. 
St. Louis, Mo. 


Monroe Fdy. & Furnace Co., 


Monroe, 


Heaters—Warm Air. 
A-B Stove Company, 
Battle Creek, Michigan 
American Furnace Co., 
St. Louis, Mo. 


Stove & Mfg. Co., 
Danville, Pa. 


Forest City Fdy. & Mfg. Co., 


Cleveland, 


Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Hall-Neal Furnace Co., 
Indianapolis, 


Hammond Heating Co., 
Cincinnati, 


Henry-Miller Foundry Co., 
Cleveland, Ohio 


Massillon, Ohio 


Monroe, 


Rudy Furnace Co., Dowagiac, Mich 


Scheible-Moncrief Heater Co., 
Cleveland, Ohio 


Crestline, Ohio 


Holders—Fliag Pole. 


Enterprise Mfg. Co., of Pa., 
Philadelphia, Pa. 


Horse Shoes. 


| American Steel & Wire Co., 
‘| Chicago, Ill. 





Chicago, Iil. Hemp & Ce., 


Hemp & Co., 
Knoedler, Frederick J. 


0., 
Philadelphia, Pa. 


Hussey & Co., C 


Co., 


Gerock Bros. Mfg. 


Berger Bros. C 








Clark-Smith Hdw. Co. 
Friedley-Voshardt Co., 


Hussey & Co., C 





Stearns Register Co., 


Jobbers—Hardware. 
Bullard & Gormley Co., 
Chicago, Ill. 
Clark-Smith Hardware Co., 
Peoria, 1}| 


Kitchen Utensils, 


Atlantic Stamping Co., 


Rochester, N. y 


Lalance & Grosjean Mfg. C.. 


Chicago, 1) 


Machines—Orimping. 


Bertsch & Co., 


Cambridge City, Ine 


Niagara Machine & Tool Works, 


Buffalo, N. Y. 


Machines—Stove Pipe. 
St. Louts, Mo. 


Machines—Tinsmithg’. 


Bertsch & Co. 


Cambridge City, Ina 


Dreis & Krump Mfg. Co., 


Chicago, Ill. 
St. Louis, Mo. 


Philadelphia, Pa. 


Niagara Machine & Tool Works, 


Buffalo, N. Y. 


Meat & Food Choppers. 


‘|Enterprise Mfg. Co., of Pa. 


Philadelphia, Pa 


Metale—Perforated. 


Harrington & King Perforating 


Co., Chicago, Il. 


Millboard—Asbestos. 


Jack Corporation, A. W. 


Lockport, oe 


Miters, 


Friedley-Voshardt Co., 


Chicago, Ii 


Naile—Slating. 
L & 
Pittsburgh, Ps 


N 


aile—Wire. 
American Steel & Wire Co., 


Chicago, Il) 


Nut Crackers. 


Enterprise Mfg. Co., of Pa., 


Philadelphia, Pa 


Ornaments—Sheet Metal 


Friedley-Voshardt Co., 


ne 


Chicago, I! 


Co., 
St. Louis, Mo 


Parte—Bicycles. 


Corbin Screw Corp., 
N 


ew Britain, Conn 


Partse—Tools. 


Corbin Screw Corp., 


New Britain, Conn 


Patterns—Stove. 


Cleveland Castings Pattern Co., 


Cleveland, Obie 


Quincy Pattern Co., Quincy, Il 
Vedder Pattern Wks., Troy, N. ¥ 


Pipe—Conductor. 
0., 

Philadelphia, Ps 
‘Peoria, I! 
Chicago, Il 


. G., 
Pittsburgh, P* 


Co., 
Milwaukee Corrugating wis 


Milwaukee, 


Pipe and Fittings—Furnace. 


Henry-Miller Foundry Co., ante 


Cleveland, 


Michigan Safety Furnace Fits 


Co., Detro 
Stove Pipe 


Safety Interlocking 


Co., Mt. Pleasant, lows 
Detroit, MicB 








